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ae as Much for Vanity as Utility 


ZN organize those forces of in- 
struction and _ imagination 


which develop style opinion is 
the next great duty of the in- 
— ” The trade is beginning to realize 


that apart from the purely practical de- 
tails of making and selling shoes, something 
apart from stock-keeping and end sizes, 
there is something which might be said per- 
haps to be tinged with a theoretic and “rela- 
tive” quality. 

The matter which we have in mind is by 
no means idle theorizing, nor a useless ex- 
cursion into regions of speculation. Its 
practical bearings have become manifest on 
many occasions. When an eminent author- 
ity on health, Dr. Woods Hutchinson, says, 
“With the exception of preventive medi- 
cine, nothing more has been done to protect 
and increase the vigor of the rising gener- 
ation than the shortening of skirts,” we get 
a practical bearing on a fashion change 
which tremendously influences the number 
and types of footwear worn by women. 
You will remember how constantly the Re- 
corder pointed out “short skirts are youth- 
ful” and that many a seasoned veteran of 
shoe selling thought the subject irrelevant. 


Today, acceptance of style has changed 
many) s—we begin to learn that the 
human Bice expends as much for vanity as 
it does for utility. 

There are reflections of sartorial phil- 
osphy in the pages of this issue by such 


eminent and practical men as Herbert T. 
Drake, Henry W. Cook, John C. McKeon 
and George Miller, and we urge your care- 
ful reading of their impressions. 

What relation did straw hats have to the 
stimulation in men’s shoe sales in your 
store? 

What relation is there between gloves 
and a cane to a desire for neat shoes? 

What influence gave the spurt to gray 
as a style color? 

What must first become popular before 
men will buy a quota of shoes equivalent to 
that of 1910 when 32 per cent of the shoes 
made were for men? 

Do conditions of modern city life favor 
the use of fine and more elaborate shoes 
than were ever before thus used? Think 
these questions over and see if the answers 
are not from without the trade. 

Being too close to a subject to. see it 
clearly is often the error of the merchant 
and manufacturer. 

There are possibilities of extension of 
knowledge in the influences which make 
salable one type of shoe over another, one 
leather over another, and even one article 
of wearing apparel over another. 

The use of the term “trend of style” 
comes frequently these days and the “rela- 
tivity theory” by Einstein has nothing on 
the theory “will it sell?” which comes into 
the merchant’s mind sixty days prior to the 
placing of that merchandise on the shelves 


of the store. 
(Continued on page 48) 
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Trend of Footwear Styles for Fall 


Executive Committee of National Boot and Shoe Manufacturers Association 
Releases Report—New Creations Urged for Men—Strap Pattern 


New York City.—A meeting of the executive com- 
mittee of the National Boot and Shoe Manufacturers 
Association was held at the Hotel Astor, May 24, 
with the following program: 

“Present Conditions in Footwear Industry and the 
Outlook,” by John A. Bush, Walter J. Booth, Fred A. 
Miller, John W. Craddock, H. L. Tinkham, A. N. 
Blake, W. J. Hallahan, Frank Payne and Robert Wise. 

“The Style Trend in Men’s Shoes,” by Henry W. 
Cook and Herbert T. Drake. 

“Style Trend in Women’s Shoes,” by John C. 
McKeon and George Miller of I. Miller & Sons, Inc. 


In studying the style trend of men’s 
shoes, one is confronted with the al- 
most extreme conservatism that has 
prevailed among men’s shoe manufac- 
turers in exploiting style features. I 
feel that our branch of the industry is 
actually suffering to-day as a conse- 
quence of this conservatism and that 
men’s factories are operating far be- 
low the volume that might be enjoyed 
if we had come out more boldly this 
spring with longer ranges of new pat- 
terns and lasts and also pushed lighter 
shades of tans and also blacks more 
prominently to the fore. 

While the women’s manufacturers 
have kept their factories more active through the in- 
troduction of many new patterns and combinations of 
leathers, the men’s manufacturers have developed noth- 
ing really new except possibly bringing the “brogue” 
and the ball strap into greater prominence than here- 
tofore. ~The ball strap, however, has had no appreci- 
able effect on volume on fine shoes and, as a matter of 
fact, is better suited for golf or other sport shoes 
than for regular street or business wear. The style 
of men’s shoes in general has remained standardized 
too long for a healthy condition of the industry and 
we are suffering to-day as a result of it. There has 
been no very marked change in the types of men’s 
shoes on which we depend for volume in the past 
ten years. 


What the Clothing Trade Did 


It is extremely interesting to note the trend of 
styles and to see what steps manufacturers in other 
lines of men’s wearing apparel have taken to stimu- 
late their business. Take the clothing trade for ex- 
ample. During the war it was considered patriotic 


Is Still Good for Women 





Men Need New Lasts—Blacks and Lighter Tans 
Should Be Pushed 


By HENRY W. COOK, 
President, A. E. Nettleton Co. 





“The Shoe Manufacturer and His Sources of Sup- 
plies” (Lasts, Leather and Skins), by Hovey E. 
Slayton. 

“Co-operation Between the Industry and the De- 
partment of Commerce— What Can Be Accom- 
plished,” by J. Franklin McElwain. 

“Legislation,” by Hon. A. S. Kreider. 

“Interchange of Credit Information — Shall We 
Make Our Bureau a 100 Per Cent Proposition?” by 
Frank S. Farnum. 

The various style reports were as follows: 





and perfectly proper to wear dinner 
coats on practically all dress occasions. 
Early this spring, however, the tail- 
ors, in session, came out with the de- 
cree that dinner coats were most im- 
proper after 6 o’clock and that the full 
dress suit was again the only proper 
mode of dress where the ladies were 
present. In other words, where one 
evening suit had served for the aver- 
age man, he must now include two in 
his wardrobe to assure himself of be- 
ing properly dressed on all occasions. 


The “One Shoe” Economy 


Practically the same condition has 
existed during the past five years on men’s shoes, in 
that the use of darker shades of leathers, influenced 
principally by the army and the spirit of economy of 
war times, made it possible for men to wear the same 
pair of shoes for almost every occasion, except formal 
ones. One pair of shoes was sold where formerly two 
pairs had been purchased. 

To get back to our normal volume, lighter tans 
and black leathers must be pushed hard, and there is 
an actual demand for them, as most men are tired of 
the darker shades of tan and are welcoming the 
change. 


New Lasts Are Needed 


Somewhat the same has been true on lasts. Since 


the close of the war, nearly three years past, no really 
new lasts that have brought any marked volume have 
been created. The narrow toe was but an “over- 
night” fad and was never received with any enthu- 
siasm except possibly in the south, and it is now 
almost dead there. We are still depending on our old 
standard “bread and butter” lasts for volume, and my 
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personal opinion is that the manufacturer who is in- 
genious enough to develop something ¢eally new and 
practical in a last will be the first one to swing back, 
or ahead, into the pleasing volume of business that 
was enjoyed before the war struck us. 

As a result of investigation and study as to the 
trend of styles in men’s shoes, I believe the following 
résumé on leathers, patterns and lasts is at least 
fairly accurate: 

Leathers in Lighter Shades 


In more staple shoes there has not been the rapid 
return to light colors that seemed likely early in the 
spring. While the extreme dark shades no longer en- 
joy their former popularity, the demand seems to have 
centered on the medium shades of tan, and to a large 
extent on the reddish brown shade, as typified by 
Gallun’s color 4. The use of lighter shades, particu- 
larly in the larger cities, will have a tendency to pro- 
mote the use of black shoes, especially wax calf, both 
domestic and foreign. 

Blacks are also steadily gaining in kid, grain calf 
and veal, so that it seems that blacks will make up 
a substantial percentage in fall and winter shoes, and 
probably a larger proportion in the spring. 

Grain leathers, particularly for the heavier type of 
shoes and fall oxfords, are enjoying large demands, 
especially in fancy patterns with brogue effects, and 
it is probable that such shoes will be even more in evi- 
dence as the season advances. 

Dark Brown Kid Still Popular 

There has been no evidence of a slackening in the 
demand for dark brown kid, especially in the south 
and west, and we understand that this leather will be 
a leader for spring as it is maintaining its strong 
position in spite of its greater cost. 

Scotch grains are in demand in both tan and black, 
and unless killed by the numerous indifferent imita- 
tions that are flooding the market, this leather should 
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increase in popularity, as it has the wearing qualities 
and is particularly adapted to the more stylish man 
now so popular. 

Plain toe patent oxfords for dress, and patent a 
fords and shoes for street wear are growing in de 
mand in the larger cities and the encouraging of this 
tendency should help to make sales of extra pairs oi 
men’s shoes. 

Patterns in Greater Variety 


Styles following the “brogue” have been developed 
in all types and kinds. Long wing tips, heel foxings 
and straight tips with center perforations will prob- 
ably continue in favor during the coming season. '! 

The ball strap is being used, but will never supplant 
the wing tip—at least it is not as comfortable for gen- 
eral wear and, as stated before, is better adapted td 
golf and other sport shoes. Circular foxed patterns 
with straight tips, with or without center perforations} 
make very attractive and comfortable shoes, both high 
and low. Full brogued patterns will always be desir 
able in the better grades and full foxed or long-vamp 
oxfords are good and have the appearance of a bal 
shoe when worn with spats, and are more comfortabld 
than a high shoe when used in this manner. 


Shortage of Sport Shoes 


There is a noticeable shortage of sport shoes and an 
opportunity is afforded for the development of shoes 
of this type in all grades. Horseback riding seems to 
be coming into its own again and already there has 
been some activity in boots and puttees. 

It looks as though the use of oxfords for fall and 
winter will continue at least through another season, 
and it is not improbable that it may be with us, and 
even increase, for some years to come. It has been 
estimated that the sale of men’s oxfords will be as 
high as 25 per cent of the total volume on men’s shoes, 
in the big city stores of the north this fall and winter. 

(Continued on page 48) 


The Men’s Shoe Business Will Revive When Men 
Are Taught to “Spruce Up” 


By HERBERT T. DRAKE, 
President, Emerson Shoe Company 


I was asked to lay before you a 
forecast of what, in my opinion, 
would be the styles of men’s shoes 
worn for the next season. It seems 
as though our men’s factories had 
rung in nearly every style idea that 
we have developed in twenty-five 
years and that there is not much left 
to suggest. 

Rather than attempt to forecast or 
lay down a specific plan as to style 
detail, which, after all, is a matter 
of individual expression, I have 
chosen at this time to talk of the 
style idea in its relation to men, in 
its larger aspect, and to lay before 
you some concrete suggestions for 
action which I hope may meet with 
most serious and immediate favor- 
able consideration. 

We all know that women spend a 
large amount of their time in think- 


ing of dress and style. The impetus’ 
to this lies in the inherited tradition 
that in her search for a mate her’ 
part must be a passive one—that she, 
may attract but must not attack. 
Style is the weapon she uses to en- 
hance her charms and draw to her- 
self the attention that every woman 
craves. 

We all know that only a few years, 
ago the women’s manufacturing 
game was one of staples, highly com-. 
petitive, unsatisfactory as to profits, 
and production. Along came the, 
short skirt, and everything changed. 
overnight. Women ceased to buy, 
shoes for utility only and were, 
forced to consider their footwear. 
first of all for its attractiveness, with , 
price and serviceability fading into 
the background of their thoughts. 
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If Men Should Copy Women 


Now, if women have been compelled to draw ad- 
mirers through the medium of attractive dress, and 
if they have been smart enough to accomplish their 
ends by this means, isn’t there food for thought in 
the suggestion that the men of America have fallen 
away from the accepted high standard of living and 
dressing which has always characterized the people 
of this country? This was brought about through 
the recognition of a necessity which was even urged 
by our government during the stress of war, when 
men were the first to realize and appreciate the neces- 
sity for strict economy of raw materials needed for 
war service, but, unfortunately, this has become a 
habit, although the need no longer exists. 

Isn’t it well to remember that it is only among the 
human race that the male has neglected his physical 
attractiveness—that it is the male robin that has the 
brilliant plumage and the male leopard the most 
beautiful coat? 


This carelessness in men’s dress and the 
mistaken idea of economy which has been 
retroactive have killed industry to the 
point where we are up against a crisis in 
the matter of men’s shoe production. Un- 
less something can be done immediately 
to stimulate business, there can be no tell- 
ing what the end will be. 


There is not a man in this room but who knows 
that it is not overproduction that is the matter, but 
it is under-consumption— and the consumption of 
men’s shoes must be stimulated. I feel so strongly 
on this subject that I have taken advantage of this 
opportunity to lay before your executive committee a 
few constructive facts and suggestions. 

To cover my subject, I must touch on other matters 
than men’s shoes, for the simple reason that men’s 
shoes only reflect the state of mind of the average 
American man in his attitude toward the refinement 
of details in dress. 


Walking Sticks and Gloves 


There are more walking-sticks carried in London 
and Paris daily than in the whole United States. In 
America a few in the upper middle classes buy and 
wear gloves as a matter of protection against cold; 
the greater rest carry our hands in our pockets. A 
very few choose gloves with some eye to their attrac- 
tiveness, and I believe about 1/1000 of one per cent 
of, Americans buy and wear gloves in the spring and 
autumn as an article of refinement of dress. In this 
respect we can learn much from our European friends. 
Silk hats are a lost art and habit in America, and 
spats are only braved by a few of the chosen. 


In a fashionable church a week ago Sun- 
day, I watched; four of the town’s leading 
citizens pass the plate. Of the four three 
were in ordinary street clothes and one 
wore a light gray sack suit, a striped shirt 
and a pair of real tan brogues. 


The Brown Evening Shoe 


At this time I want to again remind you of what 
was said by a prominent retailer, and afterwards con- 
firmed as a fact, that at a recent formal evening func- 
tion in Chicago, twenty-four out of the forty men 
present, by actual count, wore coco Russian shoes. 
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Compare our average half-dressed young American, 
the brightest, brainest and most alert specimen in the 
world, with the English or French boy of the same 
class, and the words “half dressed” adequately express 
the difference. There is no middle class in England, 
but a morning review will show that the London clerk, 
on his way to the shop or office, carries his stick, has 
his spats and gloves, which mark him as a man of 
respectability and super-importance in his own little 
world. 
Must Be Taught to Dress Up 

Perhaps the saddest phase of this indifference 
toward correct dress lies in the incontrovertible fact 
that the American man can, if he will, with the least 
of effort, be the best-dressed man in the world. He 
has the advantage of the world’s best-fitting clothing 
and shoes. No one can compete with us for fineness 
of fit. The Englishman looks as though his clothes 
were put over him, his shoes fit like a Woonsocket 
rubber coat, while the American looks as though they 
grew on him and were a part of him. 

It does seem to me that rather than come here and 
talk style details, what we really need to accomplish 
in our industry is a reawakening of the American 
man’s interest in “sprucing up and dressing up.” If 
the women are wise enough to put it over, isn’t it true 
that the American man must also enhance himself, his 
personality, to his girl friends, his job, his business 
associates, his customers. Impressions count, after 
all, and dress does aid in developing what we call a 
pleasing personality and impression. 

Do You Want “More Pairs?” 

Our own selfish interest causes us to want more 
pairs sold. We know that a man can use and should 
use, to be well dressed for all occasions, at the very 
least, three pairs of shoes a season. But, too often, 
it is true that a man buys one pair a season and makes 
them go for all occasions. 

Now, what can be done to awaken interest in men’s 
footwear and sell more pairs, more variety of pairs, so 
that men will have the right shoes for the occasion? 

In this connection, I recall an experience years ago 
when a famous shoe concern with which I was then 
connected staged an elaborate campaign to show the 
economy of buying three pairs of shoes a season. I 
remember going to Boston, borrowing a pair of heavy 
Johnston & Murphy shoes and going to the photog- 
rapher to have my picture taken, as an example of the 
sort of shoes a man should wear on the street in 
winter. : 

Concerted Action Is Necessary 

I am thoroughly convinced that by concerted action 
we can secure fine results inside our own trade. But 
I am not sure but what the better way would be 
through a much more powerful combination of inter- 
ests whereby the shoemaker, the clothes maker, the 
hat maker, the glove maker, and all accessory makers 
can pool their interests and finance a most complete 
high-grade campaign that will make men want to 
“spruce up and dress up.” 

It can be argued that the broader-campaign would 
place men’s footwear in a minor position of importance 
in the general scheme. That, of course, if found to be 
true, would not please us. On the other hand, a 
campaign for shoes only, conducted by the shoe in- 
dustry, might fail to produce 100 per cent results 
because it would seem that a really efficient awaken- 
ing of desire to dress the feet well must come from a 
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knowledge that the shoes are not up to other dress 
standards. It is like refurnishing a room or part of 
aroom. If we buy new rugs, it leads to new furnish- 
ings and furniture to keep up with the rugs. New 
decorations make the old furniture seem out of place. 
One room completely done over makes all the other 
rooms look shabby. 


Must Be a National Appeal 


Whether we take this campaign up as a separate in- 
dustry, or in cooperation with allied industries, I 
feel certain that we can make it so broad in scope and 
so strong in national appeal that we will be enabled 
to secure the aid of chambers of commerce, better 
business bureaus, rotary clubs, the press in special 
articles, as well as through paid advertising—and last, 
but not least, cooperation of the department of com- 
merce or some other appropriate branch of our na- 
tional government. It would be my thought that a 
concerted campaign for better dressing could be made 
one of the liveliest subjects of advertising and result 
in the subject of better dressing becoming a topic of 
general conversation and serious thought among the 
men of this country in less than six months, if we go 
at it vigorously on a large enough scale. 


Blacks, Tans and Browns in Women’s Shoes; 
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I have no desire to influence the final action of youn 
special committee, if appointed, but I have discussed 
this matter with competent authorities outside of out 
own trade with a view to ascertaining the possibilities 
of successful execution. This data which I have ac- 
cumulated I will, of course, be very glad to place be- 
fore the committee. 


Unit Posters—Accessory Displays 


I would go so far as to advocate that if we launch 
such a campaign as outlined and financed by the shoe 
and leather and shoe machinery industries, that we 
advocate that men’s shoe stores use a national system 
of unit posters on the dress-up idea, and that men’s 
shoe stores have an attractive case of gloves, walking- 
sticks, spats and hosiery, as major items of a finished 
street costume. The effect of such a display in thou- 
sands of men’s stores would be the finishing touch to 
such a campaign. In these days of high rents, with 
leases stretching into the future, with diminishing 
unit sales and a high per cent of expense almost sta; 
tionary, the extra sales of a few incidental lines, in- 
volving less investment per unit than do shoes, will] 
be a material help in making the books balance right. 





Shorter Vamps Are Due 


By GEORGE MILLER 


Trend Toward Black 


It is very difficult to determine in advance what 
color will sell, and only by carefully watching cir- 
cumstances in other industries and conditions in all 
places where styles originate can we form a fair idea 
of what colors will be in demand. For the past sea- 
son there has been a tremendous demand for grey. 
This demand is rapidly disappearing, and the pres- 
ent trend is predominantly toward black, then tan, 
then brown, and a very slight call for other colors— 
a decided change from last season. 


Straps Here to Stay 


The strap pattern seems here to stay. They are 
comfortable, pretty and very practical. They stay 
on the feet, fit well and women like them, and as 
long as the women feel this way about strap pumps, 
it is my suggestion that we take advantage of it. 
I do not think it makes any difference whether the 


_patterns are one or two straps, or whether they, 


have buckles or buttons, as long as we can give them 
something which looks pretty. This applies equally 
to high, low and walking heels. 

Just now there is quite a demand for colored stitch- 
ings and colored bindings. I believe for the fall we 
should eliminate the colored bindings, and devote 
our attention to the stitchings, either in contrasting 
colors or colors to match the leather or fabric. 

While we are on this subject I think we ought not 
to forget oxfords. Recently we have had some de- 
mand for brown kid and tan russia with walking 
heels, and I feel that oxfords in semi-brogue, not 
too heavy, with wing tips, will sell in the fall, in 
russia calf and boarded materials. 

As to boots, I do not believe they will sell to any 


of I. Miller & Sons, Inc. 


extent, though it would be wise for the retailer to 
carry several walking boots. 


Question of Lasts Is Important 


There seems to be a tendency toward shorter 
vamps, and it is my opinion that vamps, next season, 
in high and low heels should not be over three and 
one-half inches. They could be a little longer in 
walking oxfords. We find that the women are get- 
ting tired of long effects, and want shorter-looking 
shoes, even on pointed toes. 

There is a growing demand for rounder toes, and 
some of the more fashionable trade of New York City 
to-day want French toes. By French toes I do not 
mean the type of last we had two years ago, but 
a@ more rounded effect with a recede toe, what we 
call an “Americanized French.” There is a question 
in my mind, however, whether shoes of this character 
will sell throughout the country, and I would advise 
that retailers should not order heavily on shoes of 
this character. 


Full Louis Still Good 


These heels can be divided into two classes: 
(1) High or Louis; (2) Low or Baby Louis and Cuban 
Leather. ! i" 

The tendency for the past few months is to get 
away considerably from high heels, and to use the 
Cuban or Baby Louis. There seems to be some de- 
mand in the higher grade shoes for the Spanish or 
Louis Cuban heel about two and one-eighth inches 
high. These heels, however, will apply to certain 
type shoes only, and should be ordered very conser- 
vatively. From my personal experience I believe 


(Continued on page 40) 
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that the American woman likes the regulation Louis 
heel, and the retailer should place the bulk of his 
orders on this style. 

As to low heels, we should use the Baby Louis 
principally in fancy patterns, and the more staple 
patterns, especially walking shoes, should carry the 
leather Cuban heel. There is some demand in the 
higher grade footwear for wood Cuban heels about 
one and three-quarter inches high, but here again I 
want to warn the retailer to be careful. 


Patent Leather to Be Strong 


On account of the present indication it would seem 
to me that anything in black materials will sell, 
principally patent leather and black kid. Black ooze 
in fancy patterns and black calf in more staple pat- 
terns in walking heels will also sell. You must not, 
however, overlook black satin, which, because of the 
recent improvements in construction, has become 
very popular and taken a strong hold on the public: 
This should be given great consideration, and I per- 
sonally believe that black satin will outsell any 
other material in fancy shoes, with the possible ex- 
ception of patent leather. 

As to brown materials, this must be very seriously 
considered, for I think that we will have considerable 
trouble getting good grades of brown kid, and for 
this reason I would order only staple or plain walk- 
ing shoes to be made in this leather, and in the fancy 
patterns I would order such styles which will look 
well in brown satin or brown ooze, for although I 
am a great believer in making up styles which the 
public will buy with the least resistance, yet if it 
is impossible to buy brown kid, we naturally must 
resort to some other material for brown shoes. 

In walking oxfords and strap pumps, I think the 
most popular material will be a medium shade of 


It Is a Mistake to “Buck” the Style Trend; 
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tan Russia calf, though there is some demand for 
walking oxfords in boarded materials in black and 
tan of a darker shade. Harmonious combinations of 
kid or calf, with ooze in fancy patterns in walking 
or high heels, will sell to some small extent. 


The Sales Appeal of Beaded Slippers 


I would also recommend that we pay attention to 
beaded slippers, both for afternoon and evening 
wear, as this class of shoes will help to increase the 
volume of sales. 


In conclusion, I wish to state that un- 
less we are alert to the situation, we will 
face the same condition that we did during 
the war, when the Government placed re- 
strictions on the kind of shoes to be manu- 
factured, and I want here to sound a note 
of warning. That the retailer cannot ex- 
pect a volume of women’s shoe business 
on principally black shoes. I therefore 
would recommend that we make up com- 
binations that are pretty and pleasing to 
the eye, for I am certain that if we can 
show the women something different, they 
will always be ready to buy. 


I do not think there could be any set rule of what 
will sell. To illustrate my point, in our retail stores 
at present we are having a great call, and cannot 
supply the demand, for a combination of barefoot 
sandal and three-strap buckle,’ made on a growing 
girl last with about one-inch heel. I do not advocate 
buying shoes of this character in quantity, but I 
want to bring out the fact that the public will buy 
anything that is somewhat different, and novelties 
in footwear will stimulate business. 





Low Shoes to Be in Majority 


By JOHN C. McKEON 
of Laird, Schober € Co. 


Many of us seem to have a great deal 
of faith in French styles. As they apply 
to frocks, habits and gowns the conclu- 
sion is no doubt correct. As they apply 
to shoes, however, we should be “on 
guard,” as it is very definite in France 
shoes are made in far greater variety and 
character than in the United States, and 
also far less standardized in other ways, 
and there is always the prominent short 
vamp and toe, with extreme high heel— 
in other words, a basis of style that is 
pretty well set, and many of the leading 
manufacturers of France state that their 
object is to make the French styles in 
shoes for women lead the world, as do 
their Paris modes in frocks, habits and 
gowns. Therefore they are constantly 
creating new designs that differ from 
American and English styles, but they 
admit that thus far real success has been 
confined to Spain and South America, 

Admitting the influence through garments we hear 
a great deal of longer skirts, and there is much truth 





in this rumor, but atthe same time in- 
volving tothe eye the seeming paradox, 
as only the ovér-drape is' longer, and the 
sheerness of the fabric affording an al- 
most unobstructed view of the ankle, and 
for modesty’s sake we will term it it the 
“near ankle,” since the more definite 
underslip extends hardly farther’ in 
length than the fashion of the past sea- 
son. We are safe in the conclusion that 
in effect, as influencing footwear, short 
skirts must still prevail. 


Leather and Fabrics—50-50 


Those of us who are familiar with 
shoe manufacturing conditions in other 
nations know that with some few excep- 
tions it is a common thing for the entire 
footwear production of a nation, in point 
of pairs, to involve but fifty per cent of 
leather—the other fifty per cent. consti- 
tuting fabrics and compositions of various charac- 
ters, and a custom, we might say, of many ages. 

This is more than borne out by the limited pro- 
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duction of tanneries in general through the European 
nations, and it presents to us the advantage of advo- 
cating to any reasonable extent a proportion of fab- 
rics in our style problem. 

We have just gone through a period when satins 
have been extremely prevalent. Their passing has 
resulted in a state of coma only, and the general 
situation indicates a decided revival, and perhaps 
confined to the blacks, for the period previously 
known as fall. 

Will Novelty Boots Return? 


In the realm of boots the situation is very difficult 
to forecast except among common sense lines; so it 
would seem that bad weather must revive a demand 
for more sturdy staples, and therefore it looks hope- 
ful for leather heel, welt boot of calf and kid. With 
this revival there would naturally be a receptive 
attitude toward novelty boots were it not for the 
offsetting factor of high price; excluding from the 
category, however, the item of brown kid, which, 
while actually a staple, is in the novelty class on 
account of price, but it admittedly is leather of 
such a high class, and at the same time conservative 
character, that even regardless of price, if boots 
revive, this material will find its place—although I 
firmly believe confined to the welt, leather heel type. 


Grouping of Low Footwear 


Low shoes are divided definitely into two groups, 
staple welt, leather heel oxfords, and welt and turn 
leather and LXV and wood heel straps and novelty pat- 
tern slippers. An enormous amount of time could be 
involved in the description or detailing of these strap 
effects, but it suffices to say that the tendency to- 
ward activity involves a very safe and at the same 
time complete variety of one, two and three straps, 
button and buckle, the buttons, of course, being of 
the side button effect, and the buckles of both side and 
center effect. 

There is some little tendency toward inlaid tongue, 
embroidered tongue, and fancy tongue slippers, but 
while samples are shown and admired and create 
considerable comment, purchases in this novelty 
group nearly always revert to the strap effects. 


Paris Demand for Seamless Pumps 


We are told by the latest Paris fashion journals 
that there is quite a demand for seamless pumps. 
Should this develop it is something to be welcomed, 
as in nearly every instance it will mean the sale of 
an extra pair of shoes, and seamless pumps are very 
possible of production without factory upset in both 
the welt and the turn class. 


It seems strange to be laying so much 
stress upon the variety of low effects when 
we are definitely dealing with the period 
that would economically indicate sturdy 
footwear, but it seems a mistake and a 
fallacy to attempt to buck the style trend. 
It is so much better to drift with it. 


As I had the pleasure of stating at the Tanners’ 
Council, the only practical conclusion for the shoe 
manufacturer in catering to the retailer is to foster 
with stimulating modifications the existing style 
trend, provided it is one that works out along prac- 
tical lines, and can be considered as a style, attrac- 
tive in appearance and in keeping with the existing 


‘or prospective modes in habits or gowns. 
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Except for the revival of ooze calf for the fall in 
medium and dark greys, perhaps brown and black, 
and to some extent dressy extreme light grey, there 
seems to be very little possibility of change in the 
upper leather proportion as of to-day, unless it 
should be influenced later by a heavier proportion 
of fabrics, and admitting a revival of gun metal, as 
also a very definite revival of patent stock. 


Patent Stock a Problem 


Patent stock has always been a troublesome item 
of factory production, mainly through the element of 
damages, and for the retailer through unjust claims 
for service. The manufacturer’s only comeback 
being the defense that he uses the material not from 
choice but because the trade demands it, and admit- 
ting that it will not give the wear and service of 
other materials, and patent leather will always have 
its peculiar and unsatisfactory wearing qualities. 
Nevertheless, it is an item entering into considerable 
novelty footwear that helps from a stimulating stand- 
point greatly, as it lends itself to many combinations, 
as well as complete shoes. 

Combinations of plain leathers with novelty leath- 
ers, and novelty leathers in the flesh finish class will 
prevail freely for the balance of the year, sometimes 
in the nature of a colored ooze quarter with grain 
finish tan or black vamp, or more frequently in the 
nature of an inlay to the quarter, or similar com- 
bination effect. 

Black Satin in General Wear 

In passing we must not overlook the fact that dur- 
ing the past six months from a volume standpoint 
there has been one weakness in the way of style, and 
that is—that there have been too many styles per- 
mitting of general service; by this we mean that 
black satin strap slippers can be acceptable for 
street wear, for afternoon wear, and for evening 
wear, whereas the retailer should be helped in this 
respect by the presentation of attractive samples or 
attractive styles that will necessitate confinement 
of this satin shoe to one or two purposes, and create 
the necessity for something even more smart and 
snappy for evening wear and dressy functions of the 
afternoon. 

After admitting some speculation as to boots, and 
commenting upon at least some revival in the order- 
ing thus far, I would like to lay stress upon the 
stimulative side of semi-brogue effects attractively 
constructed, slightly different from the heavy effects 
of the past, but involving both plain and calf leath- 
ers, and including the so-termed “dogging” by means 
of perforating back foxings, front lacings, and saw 
cutting. ; his 
The Fall Sport Oxford 

Stimulation of staple low heel effects in the oxford 
class can be accomplished through the presentation 
of good fitting shoes, made over the sensible variety 
in types of lasts, and embracing as to upper stock 
glazed kid in black and brown, patent leather, Russia 
calf in medium tan and brown, and a fair proportion 
of gun metal. Straight tips to an extent will replace 
imitation tips, as an item of perhaps greater service, 
and 6 to 8 iron weight of sole will prevail. 

In this same category is also forecasted what 
might be termed the fall sport oxford, a welt, leather 
heel effect in sombre shades of buck, side buck or 
ooze—to be more specific, dark grey, tan and dark 

(Continued on page 48) 
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Special N.S.R.A. Committee to Keep Its Eye on Capitol—Price 
Publicity Will Do Much Toward Restoration of 
Public Confidence, Says Hoover 


Washington.—President James P. Orr, of the Na- 
tional Shoe Retailers’ Association, will appoint a 
special committee to co-operate with similar commit- 
tees representing other national retail organizations in 
Washington. ‘The committee will probably include 
many of the retailers who were active in N. S. R. A. 
work at the capital during the war. 

Recently Secretary Commissioner T. C. Mirkil spent 
several days in Washington attending the hearings 
before the Senate Finance Committee on the sales 
tax and generally seeking information as to what the 
future attitude of the Government might be in re- 
spect to business. Rumor that the Federal Trade 
Commission was about to release another report in 
which the retailer could expect to be rather roughly 
handled, was among the things 


It is quite evident that the Administration is pleased 
with the unmistakable evidences of the retailers’ ef- 
forts to lower prices. Secretary of Commerce Hoover 
is gratified to know that retailers have accepted his 
plan for the fullest publicity on prices. He believes 
that it will do much toward the restoration of public 
confidence in merchants and brighten the entire busi- 
ness outlook. The Federal Reserve Board has under- 
taken an investigation into the credit situation at the 
instance of the President. Banks report better do- 
mestic buying power and a more normal liquidation. 

Perhaps the most discouraging feature of the pres- 
ent economic and financial situation from the stand- . 
point of the merchant and manufacturer is the bellig- 
erent attitude of the Federal Trade Commission. The 

Commission is pleased with it- 





“heard and seen” in Washington. 


President Orr Acts Promptly 


Upon receiving headquarters 
report, President Orr took 
prompt steps to organize a repre- 
sentative committee and the shoe 
dealers of the country may be 
assured that the national organi- 
zation will be ready to take 
-whatever action seems proper to 
put the shoe business right be- 
fore Government officials and the 
public. 
© The N.S. R. Ai will cooperate 
fully with Government depart- 
‘ments and is prepared to furnish 
real facts and figures to refute 
statements such as have recently 
appeared in the -newspapers as 
emanating from the Federal 
Reserve Board and the Attorney 


, 


hand. 


formation.” 


retailers have not deflated as 
fast as should be and conse- 
quently are keeping up the cost 
“of necessities. 





OUR WASHINGTON 
SERVICE 


The RECORDER wants its sub- 
scribers to avail themselves of 
direct contact with economic or 
political information at first 


Through William L. Daley, 
our resident Washington repre- 
sentative, we extend to the trade 
a complete. Washington service. 
Mr. Daley is a recognized au- 
thority on matters of a govern- 
mental nature and is conversant 
with “how and where to get in- 


This Service is established for 
RECORDER subscribers and is 
General’s office to the effect that free. Write or wire William L. 
Daley, 816 Fifteenth St. N. W.., 
Washington, D.C. 


self and has frequently mani- 
fested a desire to boast of how it 
spiked the retailers’ guns by its 
publication of retail price report. 
The Commissioners concede that 
they won the plaudits of the buy- 
ing public and restored their 
waning prestige. In order to 
sustain their reputation as 
“price busters,” they .have 
planned to submit a special shoe 
and leather report to Congress 
this week, showing what they 
contend are evidences of shoe 
dealers and manufacturers prof- 
iteering. 

In contradistinction, Secretary 
Hoover is holding out a helping 
hand in pointing the way to sta- 
bility and progress. His coun- 
sels at the Cabinet meetings un- 
doubtedly have influence on the 
other administrative leaders. 
He has the cooperation of the 
Department of Labor in ascer- 
taining the truth of the price 
situation. easy 
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During the next few months the attention of the 
shoe industry will be directed toward Chicago be- 
cause of several forthcoming events of unusual im- 
portance. 

The first of these will be the joint meeting of the 
Illinois Shoe Retailers’ Association and the Chi- 
cago National Shoe Exposition at the Sherman Hotel, 
July 5 to 8. This combined event has hecome im- 
portant not only to merchants in Illinois but through- 
out the Middle West. A year ago when the Chicago 
Shoe Travelers and the Illinois merchants combined 
forces, merchants from Iowa, Wisconsin and Michi- 
gan were about as numerous as merchants from IIli- 
nois. Representative shoe dealers from every State 
in the Middle West and South were among those 
who took advantage of this unusual educational 
event. This year a more intensive and elaborate 
publicity campaign has been inaugurated and un- 
doubtedly the number of merchants who attend this 
meeting will be greater than those attending any 
event other than the national convention. 





The Pageant of Progress 


Closely following the Chicago National Exposi- 
tion and the Illinois convention will occur the 
Pageant of Progress to be staged at the Municipal 
Pier, July 30 to Aug. 14. 

This affair will constitute a showing of practi- 
cally all the principal products manufactured and 
distributed in the Chicago district. There is scarce- 
ly an industry of any consequence in the whole 
country that will not be represented at this mag- 
nificent affair. 

While the shoe industry is not the largest of Chi- 
cago industries, but with hides, leather and shoe ac- 
cessories it represents what would be a very large 
industry in an ordinary sized city. , 


Mid-West Metropolis Busy Preparing for Retail Convention and Style 
Show in July and the Big National Meeting in January— 
Pageant of Progress Also Planned to Boom Business 




















i i: 


| a 
y 





LY 









the shoe manufacturers and wholesalers, the Chi- 
cago retail merchants and the Chicago Shoe Trav- 
elers have all contracted for space and will be repre- 
sented in the Pageant of Progress. The details of 
the exhibits have not yet been fully worked out, 
but approximately 3,000 sq. ft. of space will be used 
for these exhibits. A great many merchants will 
undoubtedly be attracted to Chicago for this affair. 


N. S. R. A. Convention—The Crowning Event 


The greatest event of all so far as shoe merchants 
are concerned will be the annual convention of the 
National Shoe Retailers’ Association, which will 
occupy the Coliseum Jan. 9 to 12. This affair has 
grown to such proportions that the 1922 convention 
committee had difficulty finding a city with ade- 
quate facilities. 

Few cities have a building large enough and with 
the right appointments to handle both the displays 
and convention sessions under one roof. Hotel ac- 
commodations for approximately 10,000 people is an- 
other handicap to many: cities. Transportation fa- 
cilities present another problem that has to be reck- 
oned with. Chicago has all three of the prime re- 
quisites and is consequently the logical city to enter- 
tain the 1922 convention. 


Shoe Industry of Chicago 


Because of its natural location as one of the great 
distributing centers of the continent, Chicago is 
rapidly becoming one of the important shoe centers 
of the country. Here are some seventeen factories 


with a combined capacity of approximately 30,000: 


pairs of shoes a day. The factories employ approxi- 
mately 4,600 workers. 
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The tanning industry, shoe machinery industry,. 


In a manufacturing way, Chicago is primarily a. 








a2 & ee SS’ cf eS Qs = es tr Ss — => om ee oe at th Oe ee oe a a er 


oO 


»>odis & 


sap oO f 

















June 4, 1921 


men’s high grade dress shoe market, although the 
production list includes dress shoes for women, 
misses and children and also comfort shoes, mocca- 
sins and several specialty lines. 


Business Built on Quality 


The pioneer Chicago shoe manufacturers built 
their business on quality product. Their successors 
have guarded the reputation thus established and 
have always continued to produce reputable, stylish 
footwear. The business of these factories is nation- 
wide; in fact, it might well be said to be world-wide 
because a considerable portion of the Chicago out- 
pu’ is marketed abroad. Chicago-made shoes are 
sold in every city of importance in the country. Six- 
ty ver cent of the output of at least one of Chicago’s 
larzest factories is sold east of Pittsburgh. 

Style has become a mighty word in the footwear 
world and Chicago shoe manufacturers have kept in 
the front rank of the procession. They are leaders 
in style development and this, together with recog- 
nized quality of materials and workmanship, has 
kept Chicago factories busy through the period of 
depression. 


Chicago “In-Stock” Market 


As an in-stock market, Chicago has long been 
recognized as one of the most important shoe dis- 
tributing centers in the country. Many of the older 
houses have grown up as general line distributors. 
They have appealed to stores doing a general family 
business and carry everything from soft soled baby 
shces to men’s and women’s high grade dress shoes. 

The majority of these houses have been in busi- 
ness for many years and have gained and held the 
confidence of retail merchants over a wide area. 

A new development in the Chicago market within 
a comparatively few years has been the establish- 
ment of a great many specialty houses that have 
won recognition throughout the country. Several 
of these houses carry only women’s shoes of the 
fancier type—merchandise that has snap and char- 
acter. Many merchants have 
come to depend on these 
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as a manufacturing and distributing center of juve- 
nile shoes. In the recent development of more style 
in children’s shoes, Chicago houses have been in the 
front rank. Few shoe centers are better equipped 
with in-stock lines of misses’ and children’s and 
boys’ and youths’ shoes of the better class. All told 
there are over 50 in-stock distributors of shoes in 
the great central market. 

Few markets represent a wider range or variety 
of footwear than Chicago. Besides the manufactur- 
ers and wholesalers, approximately 175 manufactur- 
ers maintain sample rooms in this market. A shoe 
buyer visiting this market can purchase almost any 
line of shoes made in the United States, either 
through factories, wholesale houses or sample rooms. 


Shoe Store Accessories 


Polishes, dressings, laces and similar accessories 
play an important part in the average retail shoe 
store. The great central market has a number of 
large distributors of this class of merchandise. Shoe 
merchants who conduct repair shops are especially 
interested in the Chicago market because it is the 
center of the tanning industry of the West and is 
well fitted to supply a merchant’s needs for both sole 
and upper leathers. 

The ever-increasing demand for better window 
fixtures and store equipment has developed an im- 
portant industry in the Chicago market. Several 
large concerns are devoting their entire energy to 
the production of window fixtures, interior decora- 
tions and other store equipment. No city in the 
country makes as large a quantity or as wide a 
variety of display fixtures as Chicago. 


Hosiery Distributing Center 


More and more shoe stores are seeing the advan- 
tage of selling hosiery to their customers. The pub- 
lic generally and women of taste especially are be- 
ginning to recognize that the shoe store is the proper 
place to buy hosiery because with low shoes and 
short skirts it is important to have hosiery that ex- 

actly matches the footwear 
in color and in quality. 
~ The Chicago market is a 





houses for the _season’s 
wanted novelty style. 


Bread and Butter Lines 


Another type of specialized 
shoe house in the Chicago 
market is devoted to women’s 
comfort and staple shoes— 
the every-day bread and but- 
ter lines that a merchant can 
size up week after week. 

Several large specialty 
houses are devoted entirely 
to the distribution of men’s 
footwear. 

In this area of style de- 
velopment of men’s shoes, in- 
stock lines become very im- 
portant and Chicago dis- 
tributors are awake to the 
importance of having the 
newest things in stock ready 
to show. 

The Chicago market. has 
tapidly forged to the. front 


— 








Reproducing a portion of the very attractive 
poster used in advertising the Chicago Style Show 


distributing center for many 


a high grade specialty lines of 
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hosiery, the distribution of 
which is confined to some 
particular store in each town 
of ordinary size. Besides 
this the immense wholesale 
houses of the great central 
market present an unusual 
opportunity of retail shoe 
merchants to supply himself 
with proper lines of hosiery. 


National Committee Holds 
Meeting 


Arrangements for the next 
annual convention of the 
National Shoe Retailers’ As- 
sociation are proceeding. On 
Monday, May 16, President 
James P. Orr and Vice- 
President C. K. Chisholm 
met with the local members 
of the general convention 
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committee and decided upon many of the important 
pre-convention details. Previous to the meeting Milo 
E. Westbrooke, executive secretary of the Conven- 
tion Committee, had had erected a temporary sample 
booth which was approved by the general com- 
mittee. 

The entire committee went to the Coliseum and a 
general plan of laying out that building and the 
Greer building was drawn up. The Greer building 
adjoins and is connected with the Coliseum. As laid 
out on the blue prints which are being prepared 
these buildings will provide approximately 350 dis- 
play spaces, all on the ground floor. 


Booths to Vary in Size 


The booths will vary somewhat in size and also as 
to price. The full details have not as yet been 
worked out, but Mr. Westbrooke is devoting his en- 
tire time to these detail arrangements and within a 
few days exact information will be available. 

The booths as at present laid out will provide am- 
ple display space for the line of most any manufac- 
turer or wholesaler. The shoes can be displayed in a 
way that is especially attractive and will admit of 
an unlimited amount of individuality on the part of 
the exhibitor. The plan of grouping the exhibits by 
market, which proved so highly satisfactory at the 
Milwaukee convention, will be adhered to for the 
1922 show. 


To Name Convention Directors 


A prominent retail merchant in each manufactur- 
ing center will be named as a convention director 
for his city. He, with a representative or committee 
of the manufacturers, will arrange for the number 
of spaces to be used by each market and other de- 
tails pertaining to that particular group exhibit. 

The offices of the 1922 general convention commit- 
tee are at 417 South Dearborn Street, with Milo E. 
Westbrooke, executive convention secretary, in 
charge. Mr. Westbrooke is exceptionally well quali- 
fied to handle the details of convention arrangements 
and the manufacturers desiring information about 
any of the forthcoming convention arrangements 
will find him always in position to answer their 
questions. 

It is entirely too early to talk about the program, 
but even at this early date the program committee 
is busy laying out in a general way what will be on 
the boards at that time and several speakers of 
national reputation have already tentatively ac- 
cepted places on the program. 


Style Show a Big Feature 


At the meeting of the convention committee the 
possibilities of a style show were taken up. At the 
Milwaukee convention a general style show had to be 
eliminated because no available space could be 
found that would accommodate the crowds and pro- 
vide for a runway. At the Coliseum it will be pos- 
sible to construct a runway extending all around 
the balcony which would provide a promenade ap- 
proximately 750 ft. in length. 

The balcony of the Coliseum provides a seating 
eapacity for about 3,000 people. Should the style 
show be decided on it will occupy two evenings of 
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the convention and two shows will be given each 
evening. Tickets will be issued with badges and 
admission tickets to the regular convention, which 
will designate the particular time at which the 
holder will attend the style show. 

Mr. Orr and Mr. Chisholm both expressed them- 
selves as being exceedingly well pleased by the spirit 
manifested by General Chairman John O’Connor and 
the other members of the local committee and espe- 
cially pleased with the progress that has been made 
with the convention arrangements. 


I. S. R. A. Program National in Scope 


The program of the I. S. R. A. convention, July 5, 
6, 7 and 8, will be national in its scope. The head- 
liners will be speakers of national reputation and 
recognized authorities in the shoe industry. There 
will be few set speeches. “The greater part of each 
session will be taken up with open forum discus- 
sions of timely topics pertaining to successful shoe 
retailing under present conditions. 

While the convention is being arranged by the 
merchants of Illinois, it will be open to every mer- 
chant no matter from what State he hails. The two 
organizations (merchants and travelers) working 
closely together, are able to provide education and 
entertainment better than either could, working 
separately. 

The forenoon of each day will be devoted to in- 
spection of the two hundred or more lines on dis- 
play, while in the afternoon the displays will be 
closed and everybody will attend the convention 
sessions. 


Two Floors for Exhibits 


Every shoe manufacturing center in the country 
will be represented in the display rooms. Two floors 
of the Sherman Hotel have been set apart to accom- 
modate these displays. If there ever was a time 
when a merchant should be interested in looking 
over various lines of merchandise, in comparing 
qualities, prices and manufacturing conditions, that 
time is now. Never before has style been more im- 
portant. The newest creations of all the principal 
factories in the country will be displayed at this 
show to assist the merchant in his future purchases. 

The entertainment features of the meeting are be- 
ing arranged by that bunch of good fellows, the Chi- 
cago Shoe Travelers. The‘entertainments of former 
expositions have been elaborate and enjoyable, but 
this year all previous efforts will be outdone. 


Athletic Night 


The evening of July 5 will be known as Athletic 
Night. Following a sumptuous dinner there will be 
a number of boxing bouts and wrestling matches by 
well known talent. There will be music, both vocal 
and instrumental. In all it will be a high class even- 
ing’s entertainment—to be held in the Tiger Room of 
the Sherman. On the evening of July 6, in the 


Crystal Room of the Sherman, will be a banquet. 
Frank P. Meyer, president of the Illinois Shoe Re- 
tailers’ Association, and secretary-treasurer of the 
National Association, will preside as toastmaster. 
This in itself insures the success of the banquet. 
Prominent retail merchants will respond to toasts. 
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National Shoe Retailers’ Association 
of the United States of America, Inc. 


SPECIAL LETTER 


A statement recently appeared in the press accredited to Attorney 
General Daugherty that “he paid $12.00 for shoes that formerly sold at 
$16.00, and yet that same dealer raked off a greater margin of profit 
than during the fat war years.” 


If Mr. Daugherty has been correctly quoted, he is sadly mistaken, 
and the N.S. R. A. will gladly present facts to prove this statement. 
The dealer who is today selling shoes at $12.00 which were $16.00 
values a year ago has made a reduction that brings him perilously 
close to the danger line as regards his own profit. 


Based upon the present prices of raw hides, it would seem that 
shoes are excessively high, but when one considers that practically all 
the cost between the transforming of the hide into the finished prod- 
uct, and delivering it to the consumer, is labor, and labor has not de- 
flated materially, you can well understand the reason why prices of the 
finished product do not appear more in harmony with raw material. 
This same condition obtains in leather, wool, cotton and all raw ma- 
terials that go to make up the finished products in wearing apparel. 


Retailers, almost without exception, took their losses in 1920, and 
are today selling on the basis of replacement values with the narrow- 
est possible margin of profit consistent with sound merchandising. 


There appears to be a concerted movement over the country to at- 
tack retail prices. I do not know from whence this propaganda ema- 
nates, but it appears to be part of a systematized and organized effort 
on the part of some one. We resent these attacks as misleading and un- 
fair, and stand ready with abundant evidence to prove that the retail 
shoe trade as a whole is merchandising footwear at replacement values 
and the smallest possible margin of profit consistent with safety. 


APOa& 


PRESIDENT. 
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New System Solves Credit Problem 


Richmond Merchant Describes “Shopping Check” and How It Enabled Him 
to Switch from Credit to Cash Basis without Offending Customers 
—Sales Volume and Turnover Both Increased 


Bry HERMAN C. BOSCHEN 


Many firms doing credit business would be glad to 
switch to a cash system if a plan could be found that 
would not incur the ill will of the charge customers, 
who are entitled to credit and who have been loyal to 
the store. Herman C. Boschen, a prominent shoe 
merchant of Richmond, Va., was up against this prob- 
lem and solved it in a way that has proven highly satis- 
factory in his store. This is not a theory, but an 
honest-to-goodness tried-out plan. 


The firm I represent has been in the retail shoe 
business for seventy-three years and is probably the 
oldest firm of any kind in this country that still re- 
mains in complete charge of the direct descendants of 
the founder. 

During this period our business was based on 65 per 
cent credit sales and 35 per cent cash sales. 

In telling my story it is necessary for me to criti- 
cise the present standard of merchandising, but my 
remarks should not be construed against any indi- 
vidual merchant or class of merchants. We simply 
believe that modern retail merchandising is unscien- 
tific and a result of development in the wrong direc- 
tion. For the merchants now find themselves in the 
predicament of getting all beans and very little pork, 
while we all know that it is the bacon we are after. 
In other words, we are still playing “first bounce is 
out,” and fishing for profit with very little bait and 
too much sinker in the form of expenses. 


The Meek Merchant Bows 


To begin: We have educated the trade to offer 
any kind of abuse and have accepted the situation 
gracefully, with a smirk, because it was good business 
—but we forgot to tell the 
public who is paying the bill. 
And of a great many other 
abuses, which I intend to 
itemize, we have allowed the 
word “Profiteer” to become 
the nastiest word in the Eng- 
lish language. 

We have swallowed every 
abuse that could be heaped 
upon us by political charlatans 
and wild hot-box opportunists, 
who make themselves heroes, 
by shouting the nasty word, 
because we considered it was 
good business to stay meek 
and show low resistance. 

We allowed one man to very 
nearly secure the nomination 
for the presidency of the 





he did more to upset business conditions than all the 
other efforts combined. 

I have necessarily digressed from my subject to lead 
you to the conclusions that impelled our firm to change 
our method of selling. 


The High Cost of Credit 


A little more than a year ago the members of this 
firm became convinced that the nasty word, “Profi- 
teer,” carried a hidden warning to the retail merchants 
—and that something was wrong when everybody 
could point at the other fellow and brand him. 

We believed that the word fitted only a very small 
proportion of merchants; and that the man actually 
to blame for the unfortunate situation was the “Ex- 
pense-iteer,” and this included our firm. 

The present trend of retail merchandising is abso- 
lutely wrong, in that we are loading our customers 
with all kinds of unnecessary expenses and failing to 
tell them that they are paying the bill. 


Analysis Disclosed Weak Points 


A complete digest was made and we found that 
14 per cent (approximately) of our cost for doing 
business was involved with exchanging goods, selling 
on credit, delivery and calling for packages already 
delivered. 

The greatest nuisance and expense was the exchange 
and credit cost. Twenty-five per cent of the shoes sold 
by our clerks were returned for exchange or credit. 
This depreciated the value of 25 per cent of our stock, 
and the salespeople were only earning 75 per cent 
of the amount being paid them, while the customer 
paid 100 per cent. 

Constant Control of Working 
Capital 

On June Ist, 1920, we an- 
nounced to the trade that we 
would sell for CASH only, and 
deliver no merchandise. The 
results are detailed below: 

The average increase in 
volume of sales to March Ist, 
1921, is 18 per cent (the in- 
crease in March was 51 per 
cent). Decrease in total over- 
head expenses is 14 per cent, 
plus. Annual turnover of 
stock increased approximately 
100 per cent. Complaints for 
bad wear and exchanges of 
shoes have practically disap- 
peared. 

We now have the advantage 








United States through his 
abuse of the retailers of this 
country—and in his campaign 


A system created by Herman C. Boschen of 
Richmond, Va. 


of having complete contro! of 
every dollar invested in our 
business at all times. We had 
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The store in which the “shop- 
ping check” was born 
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approximately $17,000 on our books on June Ist, 1921. 
We now have less than $600. 

In making the change from credit to cash, we real- 
ized that it would be necessary to protect some of the 
trade that had dealt with us for four and five genera- 
tions, so we decided to use a check that would extend 
a positive term of 30 days’ credit so that the credit 
customers would not be embarrassed if they were with- 
out funds. We called this 


The Shopping Check 


Instead of functioning as we had intended, the check 
immediately became very popular, and realizing that 
we had originated a very valuable instrument, we ap- 
plied for patents in the United States and Canada, 
and have been granted full patents in this country. 

For 72 years this firm has catered to the highest 
class of trade, and it is this type of patron that is 
using the shopping check, for it dignifies credit in that 
it extends a positive term of 30 days. 





The Boschen Shoe Store of 
Richmond, Va., in its new garb 


How Checks Are Used 


Shopping checks are drawn on regular checking ac- 
counts and are deposited on their due dates. When 
a patron does not have a bank account, the shopping 
check is drawn on “Self.” 

Actual experience shows that two-thirds of the 
shopping checks are paid before due date, when drawn 
on “Self,” which brings this proportion of the users 
back to the store, developing a prospect for an addi- 
tional sale. 

Shopping checks are immediately available as col- 
lectible assets at all times. Open accounts are not. 

Correctness of shopping checks are not disputed. 
They can’t be. 

Shopping checks are a candid acknowledgment of 
debt. 

Open accounts lead to hyprocrisy. 

“Available Collections” from shopping checks are 
positive. * (Continued on page 48) 
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(Continued from page 40) 
brown, all trimmed similar to the tropical or summer 
effects with calf or kid, in black, tan or brown to 
match or blend. This detail would also involve 
front, facings, top bands, back foxings, tips, and 
saddle bands of grain finished leather, with the quar- 
ter and vamp of colored buck, side buck or ooze. 
This character of shoe is a walking effect very de- 
cidedly of comfort on the foot, and to a reasonable 
extent perpetuates in seasonable colors the relaxa- 
tive summer sport styles. 
Grey Worthy of Continuance 

Before disposing entirely of the color question as 
applying to any style group, grey should be touched 
upon individually. It is entirely a feminine shade 
and can be of a neutral soft tint to harmonize or 


blend more readily than any other known color. It is. 


to-day far from negligible as a factor, and the recent 
wane of enthusiasm decidedly premature, perhaps 
influenced by its preponderance in ooze, and the 
Southern sections antipathy to this character of 
material regardless of color as the summer season 
approached. With proper presentation on the part 
of the manufacturer, with delivery of good color, 
close nap and tight fibre leather on the part of the 
tanner, we can safely count upon a reasonable show- 
ing of grey as the fall and winter seasons develop. 


The Place of Perforations 
The item of punching or perforating, as it involves 
all styles, has been a big factor in the difficulties of 
the past six months from a fitting room standpoint, 
not only the actual punching as an operation, but the 
additional necessary stitching as a result thereof. 
Whether or not it is wise to advocate a discontinu- 
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ance of perforating on account of these fitting room 
difficulties is an open question. Personally I would 
say there is so much additional effect to the shoe 
through the element of punching or perforation that 
it should be continued, and since necessity is the 
mother of invention, fitting rooms gradually rear- 
ranged so as to permit continuance of this without 
difficulty or delay in production. | 

Heights of heel in Louis effects will be approxi- 
mately 134 inches for the so-called Junior LXV and 
2% inches for regular LXV, with some lasts built for 
a 2-inch LXV as a happy medium, and perhaps ac- 
complishing some conservation in retail stock. 


Style and Durability 


White sport effects for tropical use largely 1-inch 
and 1%-inch wood or leather heels. For sport 
effects of the more sombre colors generally 134 
leather or wood. Staples in-two classes—114 inch 
for one and 1% to 1% for the other. Most kid 
effects, black or brown, 134; calf approximately one- 
third, 1% inch; two-thirds, 134 to 1% inch. 

As applying to footwear this is an age involving 
in the most practical way the two extremes of style 
and durability, the two going hand in hand as they 
complete the well-dressed woman’s wardrobe, and 
from a retail viewpoint selection of footwear should 
be made with true regard for the season, with full 
consideration for the occasion, the period, and time 
of day. Staple and novelty styles both have their 
place, and therefore with thoroughly mature thought 
trading will naturally develop through the merchant 
who takes pains to give real value, the shoe man who 
knows how to fit the foot, and the progressive who 


realizes footwear of fashion. 








(Continued from page 33) 

Encouragement of “style trend” is pos- 
sible and you are soon to see experiments 
in that direction. A knowledge of which 
way the “cat will jump” is going to make 
style merchandising a little safer in the 
future. 

Shoe men are going to try to work in 
harmony with the men in other apparel in- 
dustries to encourage proper consumption 
to give the average man and woman “com- 
plete good dress,” for no one article sells 
by itself alone. 


(Continued from page 47) 

Open accounts are not. 

If an unworthy person is extended the use of the 
shopping check, the fact is known on the thirty-first 
day, giving an immediate opportunity to proceed to 
collect by legal or other means. 

An unworthy credit transaction on open account 
is not usually known until three or four months have 
elapsed. 

Kindly remember that our customers appreciate the 
fact that this new system has enabled us to reduce the 
prices of our high-grade merchandise, as evidenced in 
an increase of 18 per cent in sales during the hardest 
period the merchants of America have ever experi- 
enced. 

















(Continued from page 35) 
Lasts With Width and Swing 


There has been but little activity in the development 


af new lasts. Styles created this spring have been 
adapted to lasts now in use. The narrow toe lasts 
did not prove popular, and rightly so, as they were 
quite impractical and difficult to fit. The trend seems 
to be toward the wider toe and broader tread last for 
smart shoes. Shoes made over the so-called “brogue 
lasts” have, in addition to the pleasing style features, 
the added advantage of comfort for the wearer. As 
against the almost total demand for straight lasts 
there is beginning to be a call for the wide outside 
swing. Any tendency of this character should be en- 


couraged as it will add to the number of styles car- 
ried by the enterprising and resourceful dealer. 


Retail Stocks Are Low 

Finally, the public is scrutinizing its shoe purchases 
more carefully than ever before. This is shown by the 
demand for shoes that are not only pleasing to the eye, 
but comfortable and practical as well. The period of 
deflation “sales” has practically spent itself and is no 
longer an incentive for buying. 

The next natural stimulant for sales is the intro- 
duction of more smart styles for next spring and 
summer. Stocks on the shelves of retailers, I under- 
stand, are generally at a low point and they are in a 
better position to accept new styles of men’s shoes than 
for many years . past. 





21 


om 
uld 
10e 
hat 
the 


ut 


i] 


ir 


oO @ 


ve 


= | tt om 6 


June 4, 1921 


BOOT AND SHOE RECORDER 


“Pure Shoe Bill” Twice Defeated 


Last Minute Attempt to Slip Holly Measure Through Wisconsin Legisla- 
ture Successfully Fought by Vigilance Committee—Came to 
Light This Time as Substitute Amendment 


Milwaukee, Wis., May 24.—For the second time in a 
single session of the Wisconsin Legislature, the at- 
tempt of the radical element to foist a “pure shoe” bill 
upon the public has failed. 

Early in the session, which opened in January, As- 
semblyman Holly offered a bill relating to the sale of 
wearing apparel made out of artificial substances. 
After many hearings at which boot and shoe manufac- 
turers, wholesalers and retail merchants were con- 
stantly in attendance to safeguard their rights, and 
pointed out the folly of such legislation, the bill was 
indefinitely postponed when it came up for a vote. 


Bill Bobs Up Again 


While the opponents of the bill were somewhat off 
their guard, or believed to be so, the original measure 
having been killed, the same interests suddenly made 
another attempt to crowd the proposed law through to 
enactment in the rush of the closing days of the legis- 
lative session. The Holly bill reappeared as a substi- 
tute amendment to the original bill. The boot and 
shoe industry’s vigilance committee was on the job, 
however, and rallied once more for a final battle. It 
succeeded in getting indefinite postponement once 
more. The time for the introduction of new bills hav- 
ing passed, it is believed that no further attempt will 
be made at this session to enact a “pure shoe bill.” 


Text of Amendment 


The text of the Holly bill, which was virtually iden- 
tical in the case of both the original bill and the sub- 
stitute amendment, is as follows: 

“Section 1. A new section is added to the statutes 
to read: Section 4575h. 1. No manufacturer, mail 


BALTIMORE PLANS FASHION SHOW 


One Hundred and Twenty-five Firms Work to Con- 
vince Customers Baltimore Is Place to Buy 


Baltimore——The 125 wholesale firms, distributors 
and manufacturers of the city who are back of the 
Baltimore Fashion Show, to be held August 9 to 19, 
have got down to work with a vim. A large sum has 
been raised and more has been made available. 

Many. entertainment features are being planned for 
the visiting merchants, but as a trade stimulating 
event interest centers in the big exhibition of Balti- 
more products to be held in the Fifth Regiment Ar- 
mory. This will be the first comprehensive attempt 
to show what Baltimore has to sell in a comprehen- 
sive way. The appeal has gone forth over the whole 
country to come to Baltimore for bargains and the 
slogan for the display is the “proof under one roof.” 

The Armory has more than 60,000 square feet of 
floor space, and has accommodated as many as 20,000 
persons. It has a vaulted dome 125 feet from the 


order house or agent shall offer for sale to any person, 
group of persons or to any retail dealer, any shoes or 
other articles. used for footwear, which contain or are 
made of any other material than leather with the 
usual fastenings and finishing materials, unless there 
shall be attached in a conspicuous place to each such 
shoe or other article of footwear a label, stamp or tag 
in such form as the division of markets of the State 
of Wisconsin shall designate. Said label, stamp or tag 
shall state the kind.of leather in the counter heels and 
inner soles, the other articles or substances consti- 
tuting a part of such shoe or other article of footwear 
and a true and exact statement of the composition 
thereof. Said tag, stamp or label shall remain on 
said goods until the same is sold to the consumer. 


Penalty for Violation 


“2. Any person violating any of the provisions of this 
section shall be punished by a fine of not less than ten 
dollars or more than one thousand dollars, and in de- 
fault of the payment of such fine shall be imprisoned 
in the county jail not to exceed six months, or in the 
discretion of the court may be punished by both such 
fine and imprisonment. 

“Section 2. This act shall take effect September 1, 
1921.” 

The Wisconsin Retail Shoe Dealers’ Association, 
with the co-operation of the Milwaukee association, 
and other agencies representing retail merchants in 
this State, put up a brilliant fight against the Holly 
bill and demonstrated as perhaps never before the 
value of organization. This undoubtedly will be re- 
flected in making the task of all of these organizations 
seeking greater membership less arduous in the 





floor and is regarded as one of the finest exhibition 
buildings in the country. 

Getting business is regarded as a fighting propo- 
sition now in almost every line and the Fashion Show 
is the latest form of attack. The firms concerned do 
millions of business a year, and so all hopes for the 
show are expressed in seven figures. Many thousands 
in the city are interested directly in the success of 
the show. 


MEMPHIS MERCHANTS ELECT OFFICERS 

Memphis, Tenn.—At the annual election of the Mem- 
phis Retail Shoe Dealers’ Association held recently, 
the following officers were elected to serve the ensuing 
year: 

President, R. E. Caradine of Caradine Shoe Co.; 
first vice-president, R. M. Gray of Queen Quality Shoe 
department; second vice-president, A. E. M. Spring 
of B. Lowenstein & Bros.; treasurer, L. L. Frank of 
The Bootery; secretary, J. E. Perkins of Perkins 
Shoe Co. 
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Principles of Correct F itting 


Code Devised by Retail Salesmen Covers Subjects of Length, Arches, 
Width, Heels and Style as Applied to Normal Feet—Corrective 
Shoe Fitting Best Learned by Experience, They Say 


Realizing the importance of correctly fitted foot- 
wear in relation to the health of the wearer, and 
particularly the health of future generations, the 
Round Table Committee of the Retail Shoe Sales- 
men’s Institute has drawn up a list of general rules 
to be used by retail shoe salespeople, constituting as 
a whole an “Ethical Standard for Correct Shoe Fit- 
ting.” 

The object of this work is 


OULU 


must likewise be fitted amply long and snugly around 
the instep and heel. 

Too much stress cannot be laid upon the necessity 
of fitting shoes long enough and the point to be borne 
in mind at all times by the fitter is that each foot is 
a study in itself and must be fitted according to its 
individual requirements. 

Rule 2—Arches 


In fitting the arches of 





primarily to bring home to 


the foot the most important 





the shoe salesman the rea- 
lization of his responsibil- 
ity in fitting footwear, and 
it is our firm belief that 
the application of the prac- 
tical suggestions given will 
be of inestimable value to 
the shoe fitting profession 
and a benefit to humanity. 


Rule 1—Length 


The fact that a large per- 
centage of all foot troubles 
are caused by short shoes, 
emphasizes the importance 
of allowing ample length in 
the fitting of the shoes. In 
figuring length, one must 
consider the length from 
heel to toe, from heel to the 
ball of the foot and the 
length of the toes. Particu- 
lar attention must be paid 
to the fitting from heel to 
ball, for the reason that all 
shoes are built on a tripod 
foundation, around three 
bearing points, namely: the 
center of the heel, the head 
of the first metatarsal and 
the head of the fifth meta- 


Fitting Abnormal Feet 


In concluding the treatise on the princi- 
ples of shoe fitting, the committee in charge 
has the following to say as to the rules, or 
rather, the lack of rules, governing the fit- 
ting of abnormal feet: 

In compiling these general rules for shoe 
fitting we have endeavored to keep within 
the limits of normal feet, and have re- 
frained from touching upon rules for fitting 
abnormal feet, believing that practical ex- 
perience alone can teach the fitter the 
proper course to follow in fitting corrective 
footwear. 

In submitting this report, we feel that it 
is a step in the right direction with the def- 
inite object in view of elevating the stand- 
ard of shoe fitting, and we believe that the 
conscientious application of these principles 
will be of great value to all who aspire to 
become expert shoe fitters. 

P. F. GIRARD, Chairman. 
Harry C. COPELAND, Secretary. 
JAMES H. CREED. 

WILLIAM H. MORGAN. 

H. E. CuRRIER. 
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point to consider is the 
length of: the longitudinal 
arch which carries the body 
weight. When this arch is 
weak the weight of the body 
upon it causes the feot to 
lengthen, therefore, the fit- 
ter must observe closely 
the condition of this arch 
and apply the shoe, which 
will allow the ball of the 
foot to rest exactly where it 
is intended it should. 

The shoe should be fitted 
snugly in the arch from 
heel to ball in order prop- 
erly to support the scaphoid 
bone, which, if insufficient- 
ly supported will drop and 
cause the arch to weaken. 


Importance of Anterior 
Arch 


The anterior arch car- 
ries all the weight of the 
body when in motion, and 
this important function can 
be assisted only when the 
ball of the foot rests in the 


proper place in the shoe. There is a close relation- 


tarsal, therefore all shoes should be fitted so that 
the foot will conform to those same lines on which 
the shoe is built. In using the standard stick no 
less than 214 sizes above the measurement of the 
foot with the body weight upon it, should be allowed. 


Each Foot an Individual Problem 


The length of the toes must be considered in order 
to assist in the selection of the proper type of shoe 
to be fitted, that is, a shoe long enough in the fore- 
part to allow unrestricted action of every toe. Shoes 
shorten up slightly as they gain the contour of the 
foot and from the natural rolling of the sole in 
walking. 

The fleshy foot requires more length than a thin 
foot, the flexible foot more than the rigid foot and 
a foot which shows a tendency towards pronation 


ship in fitting both the longitudinal and anterior 
arches, which is obvious, in that if the longitudinal 
arch is fitted either too long or too short, the ball of 
the foot will not set in its proper position and thus 
interfere with the normal functioning of the foot. 
To correctly fit the transverse arch—comprising 
the tarsal bones—a shoe should be provided which 
will throw the foot somewhat to the outside so that 
the weight of the body will be carried on the bone 
structure and must be fitted snugly, but not so tight- 
ly as to affect the blood circulation, or interfere with 
the normal articulation of the bones of the foot. 


Rule 3—Width 


The question of width in fitting shoes emphasizes 
the importance of the fitter being able to size up the 
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type of foot he is called upon to fit, also the necessity 
of his being familiar with the various types of shoes 
in his stock. Shoes fitted too wide are almost as 
harmful as those fitted too narrow; a shoe fitted 
tightly across the ball restricts normal action of the 
metatarsal joints and is the cause of many foot ail- 
ments, such as the all too common bunion, which 
apart from being a painful affliction, is unsightly, 
and detracts considerably from the appearance of the 
shoe. A shoe fitted too loosely causes friction be- 
tween the sides of the shoe and the foot resulting in 
hardening of the skin, also allowing the foot to slide 
down into the shoe, depriving the foot of the neces- 
sary support provided by the tripod bearing points 
embodied in the shoe. 

The amount of width required must be governed 
by the weight of the body, the type of foot—whether 
fleshy, or thin—also the weight of materials used in 
the construction of the shoe, and the correct width, 
is that which will assist and not interfere with the 
natural movement of the bones, ligaments, muscles, 
etc., in the foot. 


Rule 4—Heels 


The subject of heels may be covered from many 
angles. Heels are necessary; our unyielding city 
pavements and the dictates of fashion make them 
so, but the question which confronts the shoe fitter 
is “what height of heel to advise?” 

There is a diversity of opinion as to what height 
of heel gives the correct body balance, but it is safe 
to advise the wearing of heels varying from % in. 
to 11% in. on shoes for walking, shopping and busi- 
ness wear; however, the fitters’ judgment may be 
governed by ascertaining which height of heel is 
most comfortable to the wearer. 

In the case of the woman who has always worn 
high. heels, the effect has been to shorten the hee! 
cord and the muscles in the back of the leg, and it 
would be unwise to advise the immediate change to 
low heels; better to suggest lowering the heels in 
stages so as to permit the heel cord and muscles to 
lengthen gradually, as a sudden change from high to 
low heels would cause considerable discomfort. 

Heels on shoes should help to distribute the weight 
of the body so as to bring the center of gravity in the 
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center of the longitudinal arch, therefore it is logical 
that if a heel is of such height that the weight of 
the body is thrust forward and the center of gravity 
is changed from its natural position the entire body 
balance is affected and causes an unnatural strain 
in the muscles and a displacement of the delicately 
poised organs of the entire body. 

It is well to note that the growing demand for 
style shoes carrying “Baby” or “Junior” Louis heels 
offers the opportunity to fit a customer with shoes 
for every purpose carrying heels of a similar height, 
yet high Louis heels should not be entirely disre- 
garded as they may be worn occasionally without 
discomfort. 

In the interest of better service it is well for the 
shoe fitter to advise the wearing of shoes with heels 
of moderate height for daily routine wear, with the 
suggestion that by so doing the feet become more 
healthful and strong and will more readily with- 
stand the strain imposed upon them by extremely 
high heel shoes worn on social occasions. 


Rule 5—Style 


Style shoes—the term usually applied to high heel, 
pointed-toe shoes—are an important feature in shoe 
merchandising, and while the forepart does not con- 
form to the natural lines of the foot, they are built 
on the same tripod foundation as referred to in Rule 
1 and should be fitted on this same principle, that 
is, that the ball of the foot shall rest in its proper 
place, the instep and heel be fitted snugly and that 
ample length be provided in the forepart of the 
shoe. 

But style shoes may also mean appropriate shoes, 
namely, a particular style for a definite purpose. A 
shoe which has a round toe and low heel is more 
stylish for business or walking than a high heel 
pointed shoe, in the same sense that a gold slipper 
is appropriate for ball room wear, while a hobnail 
brogan is correct for the miner. 

The increasing demand for stylish shoes for gen- 
eral wear provides an opening for correct fitters to 
sell more pairs of shoes, for in gaining the confidence 
of his customers by his expert service he can ad- 
vise as to the types of shoes which would be best 
adapted for their various needs. 





Boosting their “‘Main Street’’ 


Washington Merchants Take Sides on ““G” Street vs. 
Connecticut Avenue 


Washington.—Washington merchants are giving 
their support to the development of particular streets 
in the shopping district. Two organizations have 
been formed to promote business in two thorough- 
fares. The plan, which may be extended to other 
streets, is expected to develop the keenest rivalry 
and to inspire attractive window display and other 
progressive advertising. . ’ 

The fifty merchants in business on G Street, be- 
tween Ninth and Fifteenth streets, N. W., have or- 
ganized for a co-operative advertising campaign. 
The members have agreed to work for better window 
decorations and greater efficiency. Uniform show 


window lighting until 11.30 p. m. each evening was 
agreed upon. Last January a similar organization 
was formed among Connecticut Avenue merchants. 

The G Street merchant organization elected Fred 
C. Haye president of the association, with Harry C. 
Groves, first vice-president; J. L. Leverton, second 
vice-president; Edwin H. Etz, treasurer, and Barton 
S. Stewart, secretary. Committee chairmen were 
elected as follows: M. Gibson, illumination; M. N. 
Bachrach, entertainment; John Poole, constitution; 
Bertram Cohn, publicity; William C. Johnson, fin- 
ance; General Anton Stephan, public utilities, and 
Frank Romer, advertising counsel. 
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RIFFIN > WHITE Sa, nee "| 
G rs ma FORCttANINg | LOTion cREAM 


[SUEDE POWDER | 


| CLEANS & RECOLORS 


<> 


| 
| Sutoe AND NAPPY LEATHER FOOTWEAR 


} UT UP IM ace COL ; | 
|, GRIFFIN MFG.CO.Inc |) 








Griffin White Kidine . t WHITE KIDINE 

For all white kid shoes. A per- : FOR wn FE %10 SHOES 

fect white cleaner that gives a 

kid glove finish, 

Small aay Size, $15.60 Gross, . It is to the leather what 
1.35 Dos. cold cream is to the skin. 

Large (25c.) Size, $21.60 Gross, 3 os, Sise, $21.60 Gross, 
$1.90 Doz. $2.00 Doz. 














Griffin Suede Powder 


| ped Ly tin. Geese 

stantly. "The pad is absolutely “ i aie ale wneeaner i 

, field gy The Right Shoe Dressings A thorough cleaner, not a white 
Sark aad gray castor, light olive, . $96 on ttn Mee Seti 
Ocisser’ brown, light. for Spring $18.00 Gross, $1.55 Dos. 


seal and 20 r ° t, 
medium and dark gray, black. 5 oz. Size, Neck Box— 
$21.60 Gross, $1.90 Des. 


$20.20 Gross, $1.85 Dos. . 
There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 


| 67-69 MURRAY STREET NEW YORK, U. S. A. 


Grifin Peuerwhite 
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aEN 
C.H.ALDEN CO 


U.s.% 


ONCENTRATION of our efforts has en- 
abled us to offer that which the times and 
the trade require. 


° o ° Oo o 


—best quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 
other way. 


° °o ° 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 








This illustration represents one of the styles that can be 
delivered promptly made in Gallun’s Russia Calf 











FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
































BOOT AND SHOE RECORDER June 4, 1921 


eKeith’o Konqueror” “IjZulletin 


“Thie week another new one—and a 


beauty. Woman's sfoorl ohoe all 


ready for shipment, 

“Your choice of tuo numbero— 
621 “i§lack Calf “Trimmingo— 
Number 622 Tony Red Trimmings. 
Si3ee GG=2. “Ready now. “Price 
$5.75. Wea buy. Order today and 
be among the iret to feature it. 


ran nanaaaRRRRSR RSS 


“The “Preston TB. Keith Shoe Co. 
“Brockton, Wace. 


A.W.) 29q “Brsadway— Boston, 207 Essex Sbrecl 


LASSE SSSSSSSSSSSSSSSSSSSSSSSSSSSSSSBSSBSSSBS SSS SsSsSS sss sag gg ggggggggsgssgggysgsgsyagqgvqqany 











Your Finding Case, Does It Contain 
“‘Hubtip” “No Metal Tip” 


Trade Mark, U. S. Pat. Off. 


SHOE LACES? 


If not, an Opportunity is Lost whereby 
you can gain 
SATISFIED CUSTOMERS AND REPEAT ORDERS 


“Hubtips” are made of Fine Quality 
Fast Color Braid 
Never Pull Off or Wear Tinny 


TODAY’S PRICE LIST 





“ 
“ 





“ 
“ 
“ 





“ 


“ “ 
we Peters 


SPECIAL ASSORTMENTS SUPPLIED—PACKED 72 SINGLE PAIR IN DISPLAY CARTON 
STOCK UP FOR THE COMING SEASON NOW 


FRANK W. WHITCHER CO., M’f’rs---Boston and Chicago, U. S. A. 
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OLGEVILLE Felt Shoes for Women 

have just the right combination of 
color, style and comfort to please the 
most particular trade. Like all Dolge- 
ville footwear for men, women or chil- 
dren, they, too, are well known for su- 
perior quality and genuine service. 


Place your orders now for the appropri- 
ate styles and sizes of these fast selling 
shoes. Plus business and a satisfied 
trade are always assured with the Dolge- 
ville E. Z. line. 


Dolgeville Felt Shoe Company 
Dolgeville, New York 
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IN STOCK FOR IMMEDIATE DELIVERY 


Oxfords and Instep Straps—All Leathers—Welts and McKays—for 
Infants to Growing Girls 


“Co-operation 
Our 
Watchword”’ 


Patent Instep Strap Patent Lace Ox. Welt 


~ 
- 
_ 
- 
nts 
to 


asta s 
SSRSSEZRE: 


No. 140—Patent Instep Strap, McKay.............. 
No, 142—White Canvas Instcp Strap 

No. 450—Tan Side Instep Strap.................... 
No. 350—Patent Instep Strap, Welt 

No. 950—Tan Side Strap, Welt 

No. 150—Tan Side Lace Oxford, McKay............. 
No. 156—Patent Lace Oxford, McKay 

No. 252——Tan Side Lace Oxford, Welt 

No. 256—Patent Lace Oxford, Welt 


CO-OPERATIVE SHOE CO. 


JUVENILE FOOTWEAR 
309 MAIN STREET CINCINNATI, O. 


Send for our descriptive Price List showing other styles. 


oe 


NNDNNNW emis 
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RILEY’S White Shoes with Guaranteed Neolin Soles 


They are made in three styles: Sport Oxfords, Plain 
Oxfords, Strap Pumps. EXCELLENT $4.00 and $5.00 RETAIL SELLERS. 
We can fill orders for delivery June 15th to July Ist. 


> 
¥ 





are proving big volume sellers for this season. 


sae =) gare ae 
> fon tens TAC 2 els GE w 


3S 
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No. 2902— Women's White Sea Island Cas. > gm agi = omy ~ No. 2011— Women’s White Sea Island Can- 
Oxford, guaranteed sole, Oxford, guaranteed . 8 Pump, neh , gua 
= o- - 14-8 inch heel. ‘Trimmed in patent, tan of Seteeh GES oa: is ‘i 
ea. 





; EADING shoe stores poe See these styles HESE are real shoes, and are made over our regular 
excellent sellers, as indicated by large repeat lasts, having the same fitting qualities as our other 
orders. Here’s an example: One merchant’s orig- chees. Each pair is made unbacked, therefore cool 


inal order for 4,000 pairs has brought a repeat order for 7 . e 
2,000 more pairs, while another original order for 2,200 on the feet. Your trade will want these shoes this Spring 
pairs brought a repeat order for 1,500 more pairs. and Summer. 


Prices Are Right—Wire or Write—Samples Sent on Request 


THE RILEY SHOE MFG. CO. Columbus, Ohio 
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AMERICA’S BEST COMFORT SHOE 


“CONSTANT COMFORT” 


The safe rule is to buy a line that is in every way dependable. The consumer 


never forgets quality while price is soon forgotten. 
You can build a good, safe, profitable business on one thing—QUALITY. 


Remember it is not so much the price you pay, but what you get for what you pay. 


—LONSTANT eo 7 


No. 18 
Black Kid Polish, No. 38 


No. 31 
No, 18—High Grade 
12/8 Cat’s Paw Rubber Heel. 
31 = pest Quality Black Kid % Fox Price $4.50 
atone a how cel . No. 25—Same as No. 18, Lower Grade. No. 38—Best Quality Black Kid 8-inch 
Se § y mi on Per- Price $4.00 Polish 
forstea Tip. ; a 0 0) . 18/8 Heel. 
Price $5.25 - 23—Same as No. 25 with Stock Tip. No. 17—Same Style with Imitation Per- 
Price %4.00 Price 85.10 


forated Tip. 


No. 21 


21—Black Kid Common Sense Bal, 


No. 2 Ts, . 
No. 36 ig 
2—Black Kid 2 No. 2 
Rubber Heel. 8/8 Rubber Heel. 
No. 20—Same Style, Plain Toe. No. 36—High Grade Black Kid Seamless P 2.8 
Price $3.50 Polish, 9/8 Cat’s Paw Rubber Heel. : a vice % 5 P 
200—Same as No. 2. Lower Grade. Price $4.10 No, 15—Same Style, Whole Quarter, Highe 
201—Same as No. 20. Lower Grade. No. 37—Same Style. Lower Grade. Grade. 
Price $3.00 Price $3.50 Price $3.35 


Ault-Williamson Shoe Co. 


Manufacturers 


LOS ANGELES OFFICE, 109 E. 8TH STREET 
BOSTON OFFICE, 139 LINCOLN STREET 


Stock Tip Polish, 9/8 


AUBURN 
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IN STOCK NOW READY FOR SHIPMENT 
Two Good Styles for Summer 


NO. 125, THIS PATTERN 17/8 FULL LOUIS HEEL 
NO. 126, THIS PATTERN 14/8 JUNIOR LOUIS HEEL 
WIDTHS A TO D 


White Polar Kloth One Strap. Solid Sole Leather Counters and Shanks. 


Get your orders in early so as to be assured of delivery promptly. 


PRICE $3.75 LESS 5% TEN DAYS 


Orders of less than 18 pair on a width and style 10 cents extra. 
Write us today. Address all communications to factory. 


Collins & Staples 118 Phoenix Row Haverhill, Mass. 


BOSTON OFFICE: 183 ESSEX STREET 

















REPCO—your customers want it 


 S Cia is a liquid enamel which restores the 
new appearance to sole edges and to heels. 
It’s very popular with the trade. 


Repco Heel and Edge Enamel clings firmly and 
evenly to the surface. It does not rub off. 


Repco is made in all the stylish shades—white, 
ivory, light gray, dark gray, champagne and 
Havana brown. 


For sale by Shoe Findings Jobbers. Better order 
some today. 


. United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 























1921 
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PULL ee eee 


WHITE 


WHITE 


Ribbons 


Commencements 


White Straps 


Pattern 15 (Illustrated) 
Plain Leathers, $4.75 doz. pr. 
Fancy Leathers, -5.00 doz. pr. 


Plain One Piece Straps. 
Staple Leathers, Canvas, 


Satin. 
$1.25 to $5.00 doz. pr. 


Beaded and Ornamented 
One Piece Straps. 
$5.00 to $9.00 doz. pr. 
(Staple and Fancy Leathers, 
Reignskin, Canvas, Satin.) 


Plain Two Piece Straps. 
$1.75 to $4.75 doz. pr. 
(Staple and Fancy Leathers, 
Reignskin, Canvas, Satin.) 


White Ribbons 


Double Faced Satin, White 
and Colors. 


5% inch 
$1.25 to $1.50 per 10 yd. pc. 
1 inc 
$2.00 to $2.25 per 10 yd. pc. 
Coarse Grain Grosgrain, 
White and Colors. 


5 inch 
$1.15 to $1.25 per 10 yd. pc. 


ee from 35c. to $1.25 per pair 
Imported Steel and Cut Steel............ $1.00 to $10.00 per pair 
eee errr r ere 25c. to $1.25 per pair 
Rhinestone Pin Ornaments and Buckles.. $1.00 to $10.00 per pair 
ESE re aoe eer arene eee 38c. to $1.25 doz. pair 


Ribbon Bows. 


Colors .. 
Leather Bows. 
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_. WHITE WHITE 


IS YOUR STOCK READY > 


WHITE 


Straps 


WHITE 


Bows 


WHITE 


Buckles 


For the June 


W eddings 


WHITE 


Laces 


Parties 


White Laces 


Oxford Laces, Silk and Mer- 


cerized, % inch to | inch. 


Round Mercerized in Hard 
or Soft Finish. 


Tubular Mercerized, Narrow 
or Medium. 


(All Lengths, Colors and 
Qualities.) 


Write for Latest Price List. 


White Ribbons 


Perfection All Silk Grosgrain 
White and Black 
(Popular Priced) 

% inch, 1% inch, 1% inch. 


Coarse Grain Grosgrain, 
White and Black. 
% inch, % inch, | inch, 
1% inch. 


(Write for Revised Price 
List.on Ribbons) 


White Buckles and Bows 


In Plain or Fancy Styles all Qualities and 
50c. to $5.00 doz. pair 


Plain Style, Staple Leathers 75c. to $2.50 doz. pair 





Our Booth Is Number 526 


CHANDLER’S SHOE NOVELTIES 


30 FRANKLIN STREET 


.C. A. BROWNING CO. 


(Sole Agents) 
BOSTON, MASS. 











I 
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BLACKS AND BROWNS IN STOCK 


Popular One-Straps for Quick Turnover 
Black Kid Tan Russia 


SIZES IN STOCK 


.. 4Y4 to 8 
cov-s “ee 
.....2Y to 8 
.... 24408 

.. 244 to8 














e. =_— ck A: eo = oe Strap Pump, TERMS on ussia Calf One Strap Pump, 
red Wood Jun Louis Hee d Wood Junior Louis Heel, TURN. 


i TURN. Net 30 Days 
$6.00 $6.25 


JOY, CLARK & NIER, Inc. Rochester, N. Y. 


Stitchdown Sandals & Oxfords 
McKay Boots & Pumps 


* ALL FULL VAMPS 


CATALOG ON REQUEST LOWEST POSSIBLE PRICES 


Hagerstown Shoe & Legging Co., Inc. 
Q&nwe& HAGERSTOWN, MARYLAND, U. S. A. 











THE: CQR LINE 
HAS KEPT STEP 
WITH THE ART OF 
GOOD SHOEMARING 





























CHESLEY and RUGG 


HAVERHILL, MASS. 
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Tailor-Made 


Juvenile Shoes 


Factory Stock Service 


H. H. FREELAND 


Manufacturer 
Established 1896 ROCHESTER, N. Y. 





Catalog on request 
A salesman in every State 





SPECIAL OFFER 
Sheepskin j 


Boudoir 
Black & 
Colors 


3] 00 


NET 


Case Lots Only 
3 to 8 


BLACK, BROWN, GREY, PINK, 
L. BLUE, RED and TAN. 
CHROME SOLES 











BUY OR RENT 


AN 


ELLIOTT 


BUTTON ATTACHING 
METALLIC FASTENER 
MACHINE 





STANDARD OF THE WORLD 





Thirty-two Years’ Continuous Service 


Consult Any Shoe Findings’ Jobber. 


Capitalize On 
Back Numbers! 


Perhaps you have a case of low-cuts not 
quite in style. Perhaps you are won- 
dering what to do with them. 


If your problem is such—sell them! 


Let our pump straps be your salesmen. 
The one-piece strap is adjusted simply ; 
all you need is a button on each side. 
The two-piece is sewed in, with button 
at top. 


You may choose from popular colors— 
leather, fabric and satin. 


The price—$2.00 per dozen pairs. 


Laing, Harrar & Chamberlin 


43 N. Third St., Philadelphia 
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BRANDED OR UNBRANDED 


TIMELY FOR GRADUATIONS 
AND PROMS 


B-538—Winsor Last. Our Mirror Patent Oxford. 
Light Weight Construction. Flexible Sole. AA- 
D. Code Word—Crystal. 


Price $6.00 


B-548—Same shoe as above in Gun Metal Calf. 
Code Word—Comet. 


Price $6.00 - 


Charles A. Eaton Co. 


“The Sterling Shoemakers of New England” 


BROCKTON, MASS. 


BOSTON—207 Essex Street ATLANTA—238 Peachtree Arcade 
NEW YORK—127 Duane Street 
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Saor IN STOCK NOW 


Plain Oxfords, too—All TOURAINE 


Sizes 


No waiting to be made. Get in 
on the At-once Business 


BRAE BURN 


No. S4—Russia Calf Saddle Ox- 
ford, B, ©, D, 6 to 10 


No. 91—35 Russia Saddle Ox- 
ford. Same style as No. 84, Biltmore 
Last, C. D, 6 to 10........... S8.88 


No. S5—Russia Calf Saddle 
Oxford. 


B, C, D, 6 to 10 








M. A. PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 


© 


90 
Tony Brown Calf Brogue 
Oxford 


No. 604—Mahogany Cordovan 
Brogue Oxford, Ritz Last. 7 
to 11; C-D, 6 to 11 


No. 626—Russia Calf Brogue Ox- 
ford, Ritz Lact. AB, 7 to 11; 
CD, 6 to 11 


These Numbers Unbranded, 
but Stamped “Packard” 
on Request 














USMC CORK INSOLES 


for men and women 


A NEW line of durable sheet-cork insoles, reason- 

ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 


Order some today. 


United Shoe Machinery Corporation - 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Co. - 


Boston 


Boston 
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AZTEC 
CALF 


is recognized the world over as 
the standard of excellence for 
Spring and Summer shoes for 
men, women and_ children. 
Pliable and strong, this leather 
is pleasing to the eye and com- 
fortable on the feet. Aztec 
Calf will be offered in the com- 
ing season’s fashionable shades. 


VIKING 
CALF 


A strong grained mellow calf- 
skin that is moisture-repellent. 
This leather does not peel or 
chip and is especially adapted 
for a high-grade shoe. Viking 
Calf is favorably known and 
universally used by discrimi- 
nating shoe manufacturers. It 
takes a brilliant polish and is 
offered for the coming season 
in five colors and black. 





Four Famous Staunch Leathers 





Norwegian 


Veals 


One of Gallun’s specialty leath- 
ers—a heavy, rugged, high- 
grade leather that is the first 
choice of high-grade manufac- 
turers for the popular brogue 
shoe. Norwegian Veals are 
suitable for both men’s and 
women’s shoes and are pro- 
duced in two colors and black. 


Mandarin 


Sides 


A chrome tanned side leather 
made in glazed and boarded 
finish and offered in two colors. 
Mandarin Sides are strikingly 
attractive and of the highest 
integrity. They are designed 
to meet the call for fine shoes 
that can be sold at prices de- 
manded by the great majority. 














PUPS PONS NHS 


SOLAS 
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A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 


UROGOACE 


H. A. ELY, Manager, 11 EAST ST., BOSTON, MASS. 


TORU 
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White Silk 
Cording 
White 


Stitching M L Novelty 
oe ~yx 


a 


\\ 


2198 


o Strap. White French Silk 
ording. White Heel Plate. Full 
uis Heel 


el. 
AA to C. $6.50 


\ 


Graceful 
‘ Newest Creation ~a Lines. Neat 


in Patent Colt % and Dressy 
IN STOCK 


W.T.HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES 
15 NO.FOURTH STREET «+: *: PHILADELPHIA 














DO YOU KNOW THAT 
PATENTS WILL BE GOOD 














ALL SUMMER? 
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News in Shoe Markets 


and Merchandisi 
ments in America’s Shoe 
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CUT PRICE SALES HELD 


Retail Conditions Upset—Preparing 
to Launch Drive on Whites 


A flood of cut price sales has served 
to upset retail conditions in New York 
City. Prices ranging from as low as 
$1.58 all the way up to $10 are 
quoted in advertisements of these re- 
duction sales. Response to the sales 
has been large. The sale at the Cam- 
meyer 34th Street and Newark stores 
is reported to have brought in a great 
throng of shippers and to have 
cleared out the broken sizes offered, in 
good shape. I. Miller & Sons also re- 
port a good response to their big sale 
at $10, staged in all but their new 
Fifth Avenue store. 

Backward weather has been one of 
the biggest factors in retarding the 
spring season here, according to mer- 
chants, who, however, look back to a 
good pre-Easter business with a cer- 
tain amount of satisfaction. Prepara- 
tions are under way for launching a 


N. S. T. A. CONVENTION PLANS 
IN FULL SWING 


I. F. Oberfield, president of the 
Philadelphia Shoe Travelers’ Associa- 
tion, announces the dates of the Na- 
tional Shoe Travelers’ Convention in 
Philadelphia, as January 16, 17 and 
18, 1922. From plans sent out to the 
various affiliated associations, the con- 
vention will be the biggést and most 
interesting in the history of the na- 
tional board. Arrangements are be- 
ing made for the entertainment of 
1000 delegates. The South and 
Northwest are hustling to send one 
delegate for every ten members, while 
those in the East will easily send this 
representation. 

One of the features of the occasion 
will be the reading of gains made by 
each Association. President Nichols’ 
slogan of—“One Thousand New Mem- 
bers” is most likely to be fulfilled, as 
over 500 new names have already been 
added since the last convention. 


[ass Se 


\o— o Vs 


New York 


big drive on white footwear around 
Decoration Day, and from early indi- 
cations the white season will be ex- 
tremely big and will make up for some 
of the business lost on the regular 
spring season. 

White and sports shoes form the 
bulk of new offerings of retail mer- 
chants at the present time. The Fifth 
Avenue windows are filled with this 
type of footwear, and although 
weather conditions, with the excep- 
tion of one or two days, have been de- 
cidedly unfavorable, sales have been 
more than fair. For fabric, or com- 
bination footwear the average con- 
sumer does not balk at paying up to 
about $12 a pair, although requests 
for something at $10 or under are 
frequent. 


Extreme Novelties Selling Well 

Extreme novelties are finding a 
ready sale. One of the best sellers at 
the I. Miller Fifth Avenue shop is a 
sandal, with low heel, made over a 


Philadelphia 


I. F. OBERFIELD 


President of Philadelphia Shoe Travelers’ 
Association 


b/w 


my MINE 
47 


- THIN 


Develop- 
ters 


growing girl’s last. In patent leather 
and buckled straps, this shoe has 
found a big vogue with Miller custom- 
ers and the store has difficulty in 
keeping up its stock in this particu- 
lar number. Gray buck and ooze have 
lost their punch, but are still finding a 
ready sale at reduced prices in the 
medium and lower grade stores. 


Men’s Trade Below Par 


The men’s trade continues slightly 
dull, according to most retail mer- 
chants. There are exceptions, of 
course, in which a close margin of 
profit and extensive advertising have 
served to keep the pair volume up to 
last year. Men’s sports shoes are 
moving in fair quantities, particularly 
rubber-soled and fiber-soled oxfords, 
which are being worn for golf and 
street wear as well. The rubber-soled 
golf shoe, in the opinion of one mer- 
chant, has almost supplanted the 
spiked shoe in this vicinity. 


Who Will Be Next President? 


Active interest is already being 
shown for the national offices. The 
State of Iowa is pushing her hustling 
president into the spotlight, while 
Cincinnati has buttons to publicly an- 
nounce its choice for its diplomatic 
citizen. Other associations have am- 
bitions, but are holding back for bet- 
ter surveys of the situation. 

Much interest is being shown in the 
Convention camp for 1923. Many 
mentions have been made of Balti- 
more from the fact of its proximity 
to Washington, and to President 
Harding, who has a tender spot for 
all commercial travelers. It has been 
suggested that a visit might be paid 
to the President and the cause of re- 
duced railroad rates advocated. Kan- 
sas City has had its bid in since last 
January and as its boys are a bunch 
of hustlers, it may have the edge on 
Baltimore. But the season is early 
yet, and to the swiftest belongs the 
race. 











Where to Buy 


Women’s Shoes 














BOUDOIRS AN STOCK 


owty 
Westcott Whitmore Co., Syracuse, N. Y. 











BOUDOIRS AND BALLETS IN STOCK 


Fine Chevrita Kid Hand 
Turned Boudoirs. Quilted 
Sock. Black 
$1.40, Red — 
Brown $1.50 
2% to 8. Wom- 
en 8 Fine Black 
Ballets. 
Bench Sewed Turns. sizes 2% to T. 1.60. 
Same in Misses’ 11% to 2,.$1.50. 5% 10 days. 
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SALEM SHOE CO., Salem, New Hampshire 











COLLINS & STAPLES 


Makers of 
Hand Turned Low Cuts 
in fancy straps and novel- 


Haverhill, Mass. 
183 Essex St. 





Genuin 
MONMOUTH MOCCASINS 


Nature’s Footwear. 
aki 








BLEECKER STYLES 


Are the last word in footwear 
for stylish women 
= HirEC reeenaet a 
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Imported Satin Brocadevand Metal Cloth. 
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“Rubber Heel King” 


“Billy Noll,” secretary of the Bos- 
ton Shoe Travelers, and nationally 
known as The Foster Rubber Heel 
Man, left the haunts of the leather 
district recently for a quick swing 
around the Western and Southern 
circuit. That William sells a big 
bunch of rubber heels is evident from 
his popularity. At the recent banquet 
of the Allied Massachusetts Retail 
Shoe Merchants Association’s Allied 
Trade Session, practically every 
dealer present called him “The Rub- 
ber Heel King.” Incidentally, the king 
is wide-eyed on new stunts for the 
outing of the Boston Shoe Travelers, 
to be held July 15. 

Bob Millet of the Stone-Tarlow Co. 
of Brockton, drove up to the entrance 
of the Boston Shoe Trades Club re- 
cently in his new car, after a most 
flattering season with his men’s line. 
Some one asked him how he found 
trade, to which Bob replied—“Well, I 
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still own the car.” ’Nuf said. 


“A. B. C.” and Facts 

A. B. Clark, with residence in Lynn, 
ran into Boston for a few hours on 
May 21 to check up his orders. Mr. 
Clark was happy in finding a good 
sized bunch of mail awaiting him in 
his office. Every envelope had an at- 
once order, and no cancellations. “A. 
B. C.” tells us that the malady com- 
monly known as “cancellitis” has been 
totally eradicated and is no longer 
fashionable; what “the man of the 
alphabet” says is of the fact variety. 

Larry Meade, Jr., of the Williams- 
Kneeland Co., simply had to make 
another trip. Letters and telegrams 
were so numerous inquiring for his 
line of women’s shoes that he was 
convinced the trade was hungry for 
more and probably the trade is getting 
wise to the many new patterns and 
lasts which “Phil” Sullivan and he 
worked out during their short stays 
about the factory. 


Brooklyn 


FACTORIES ARE BUSY 


Little Fall Business Booked, However 
—Style Situation Uncertain 


With few exceptions the manufac- 
turers of women’s high grade shoes 
in Brooklyn are running at or near 
full capacity. In most cases present 
orders will keep the factories going 
at the present pace until July, in the 
opinion of several of the large pro- 
ducers. 

Some attempts have been made to 
secure fall orders, and some orders 
have been taken, particularly on 
beaded slippers, which require a 
lengthy period of time in manufac- 
ture. On the whole, however, fall 
business is yet to be booked and fall 
styles are still to be made. 


Big Demand for Corrective Shoes 


Half of the fall production of the 
Morse & Burt Company, manufactur- 
ers of the Cantilever corrective shoe, 
has been sold, according to an official 
of the company. The concern has re- 
cently put out a line of turn pumps on 
a corrective last and carrying a 1% 
inch broad Baby Louis heel which 
have been very successful. The pump 
carries most of the features of the 
company’s welt sohes, but is not in- 
tended as a corrective shoe—merely as 
a comfortable and fashionable change 
from the corrective shoe, for the 
woman who desires modish footwear 
for special occasions. The company 
also has inaugurated a line of Canti- 
lever shoes for growing children made 
in a great variety of leathers and com- 
binations. 


“Orthopedic Shoes in Disguise” 


One of the most interesting recent 
developments in the shoe industry is 


the trend toward orthopedic footwear. 
The movement seems to have had its 
origin in the awakened interest in foot 
health stimulated, perhaps by the dis- 
cussions of the subject during the 
war, and partly by the propaganda 
put out by the Y. W.C. A. It is only 
logical, therefore, that footwear com- 
bining the orthopedic feature with 
that of style should have been devel- 
oped. In this class falls the new 
“Startrite” line of the George W. 
Baker Shoe Company of Brooklyn, 
which has begun an active advertising 
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In addition to consumer 


campaign. 
literature they have put out an at- 
tractive pamphlet for consumer con- 
sumption entitled “Orthopedic Foot- 
wear in Disguise”—the cover of which 


is reproduced above. Newspaper ad- 
vertising helps are offered to Baker 
customers as well as other forms of 
advertising. 


Shorter Vamps in I. Miller Line 


Work on the fall models to be 
shown by I. Miller & Sons, Inc., is 
progressing. Outstanding features 
are shorter vamps, not more than 3% 
inches for most lasts, with the excep- 
tion of walking oxfords. One and 
two-strap models are expected by this 
house to predominate in fall models. 
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A few small tongued models are 
shown but no great amount of busi- 
ness is anticipated on them. Many 
of the Miller models show consider- 
able stitching and punching, particu- 
larly on the quarters. Some of them 
have the quarters completely covered 
with diamond or other punching, with 
a white underlay, and the same trim- 
ming features on the tips. Another 
effective model is a tan calf one-strap, 
with champagne stitching and bind- 
ing. Patent leather is destined to play 
a large part in women’s fall footwear, 
according to Miller executives, who 
feel that black in patent, kid and 
satin will be strong. Owing to the 
difficulty of getting good brown kid, 
a swing toward brown buck and ooze 
is anticipated. 


Kansas City 


MAY TRADE BRISK 


ill Whites and Sport Shoes the Cen- 
ter of Attraction 


The advent of real summer weather 
during the month of May with the 
thermometer registering around 85 
and 90 degrees the greater portion of 
the time, caused a revival of the brisk 
business which the Kansas City boot 
and shoe merchants ‘enjoyed the first 
few months of the year but which re- 
ceived a severe setback during the 
month of April due to the varied 
brands of weather. Merchants, dur- 
ing the month of April, did but a fair 
business on the whole, although a few 
stated that their business was excep- 
tionally good; one house reporting 
business in excess of the preceding 
year for the same month. May, how- 
ever, brought out a greater number 
of statements of “business has been 
good, very good,” and fewer of the 
complaints against the peculiarity of 
the weather man’s assortment of 
wares. 

White goods and sport shoes held 
the principal spotlight in the sales of 
the more exclusive stores during May, 
although there was but little reduc- 
tion in the demand for walking ox- 
fords in both the brown and the black. 
Pumps, too, were strong, with the 
black and brown satin predominating. 
Beaded effects in plain black kid 
pumps were reported as moving fairly 
well. Among the class of stores which 
cater more to the “common people” 
variety of trade, suedes, satins and 
kid pumps took the lead in sales, with 
the brown pumps running ahead of 
the rest of the field. Grays were still 
good, although a concerted movement 
on the part of the merchants was in 
evidence to rid themselves of this par- 
ticular color in both the satin and the 
suede pump and oxford before the 
novelty wears away and they are left 
in the lurch with a stock on Waste 
hands. 


Broken Lot Sales Held 


A number of sales for broken lots 
and “clean ups” were noticeable dur- 
ing the month, with the merchants re- 
porting very satisfactory results. 
Prices seem steadier and more nearly 
uniform on the newer lines coming in 
at this time and have been accom- 
panied with a readjustment of old 
prices in most stores to conform. 
These readjustments, although but 
slight, have had a tendency to stimu- 
late trade. Many of the merchants 
feel as though the spring and summer 
trade has really opened up for cer- 
tain during the past month and ex- 
pect no further setbacks of business 
due to bad spells of weather. 








Unemployment Is Disappearing 


In Kansas City itself unemployment 
is gradually disappearing until one 
might say that the percentage of un- 
employed here at this time is just 
about normal. Building operations 
are progressing better in Kansas City 
than in any other large city of the 
middle west. Labor troubles which 
threatened to cast a_ distressing 
shadow over business have been ad- 
justed to the seeming satisfaction of 
all parties. The large packing com- 
panies have resumed normal opera- 
tions and the city is taking a definite 
hold on things and going ahead. The 
resumption of activities in the great 
farming districts which are Kansas 
City’s chief area of trade has had a 
strengthening effect on business of 
all kinds. 


To Entertain American Legion 


The Kansas City boot and shoe mer- 
chants.ably demonstrated that they 
hadn’t forgotten the work of the 
“boys in brown” during the years of 
the World War when they over-con- 
tributed to the fund that was raised 
for the entertainment of the Ameri- 
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WOMEN’S McKAY 
Slippers and Boots 
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HARRISON-LOCKWOOD CO. 
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163-169 Livingston St., Brooklyn, N 



















E. A. & M. C. Witherell Co. 
Manufacturers 


Women’s Turn 
Boots and Slippers 


207 Essex St. Room211 








FERN & POOR CO., Inc. 
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Newburyport, Mass. 
Women’s Turn 
Comforts 
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WOMEN’S TURN SPECIALTIES 
COMFORT SHOES IN STOCK 
with U.S. Rubber Heels Attached 


TURN NOVELTIES 


On All Lasts 
Inquiries Promptly Answered 


Felstiner-O’Connell ShoeCo.,Inc. 
41 Washington Street - - - Haverhill, Mass. 
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BROOK 


BALLET SLIPPERS 


Ready To Ship NOW 


Black Cab., at $1.40, Black Kid, $1.65, 
for women’s, Five cents between runs 
on misses’ and children’s. Special prices 
in 1000 pair lots. Let us hear from you. 


HAMMOND SHOE CO. 
7 Fleet Street, Haverhill, Mass. 











Howard & Foster Co. 
Men’s and Women’s Welts 


Address all Communications to the 
factory at 
Brockton, Mass. 





-—Harding Shoe Co., Inc.— 


Makers of Peony Turn Shoes Specialiein, 
im High Grade Novelties ” 


~-_ 


Write us at the factory. 
BOSTON 

207 Essex St. 
Bernard L. Durgin 


Haverhill, Mass. 


NEW YORK 
D. F. Mellen 





A HIGH-STYLE LINE 


OF 
Women’s Fine Turns 
and Novelties 


TESSIER & BOWDOIN 
50 Phoenix Row Haverhill, Mass. 








Strap Sandal 
of bright cab., with 
low heel. 

IN STO 
PRICE #1 5 
Also 2 and 3 straps. 
Five cents extra for each strap. 
Terms 2/10 net 30. 


Bay State Slipper Company 








Haverhill, Mass. 
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HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 
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can Legion when the ex-service men 
meet here next fall. Kansas City is 
rapidly becoming the foremost con- 
vention city of the west and plans to 
make the entertainment provided for 
the Legionaires the best thing that 
the city has ever done in that line. 
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The business men of the city raised 
more than $110,000 in a day and a 
half and could have doubled the 
amount if necessary, “just to show 
the boys our heart is in the right 
place,” as one of the leading shoe 
merchants of the city put it. 


Buffalo 


STILL BUYING NOVELTIES 


Aside From These, Retail Shoe Busi- 
ness Is Dull 


Quiet still reigns in the shoe busi- 
ness in Buffalo. The brisk demand 
for the novelty strap effects in wom- 
en’s shoes is the one saving factor in 
the trade at the present time. Busi- 
ness in other lines generally is dull. 
Traveling salesmen are finding that 
retail dealers are buying only for 
their immediate needs. 


New Shoe Store Opens 


A new shoe store has been opened 
in the thriving William Street sec- 
tion. It is operated by the Overland 
Shoes Stores Co., Inc. It is located 
at 492 William Street. 


Planning Big Convention 


The atmosphere around this town 
is surcharged with shoe convention 
talk these days. The local retail deal- 
ers’ association is busy with plans 
for it. The convention formed the 
main topic of discussion at the meet- 
ing of the Buffalo Association of 
Traveling Shoe Salesmen at the Hotel 
Iroquois, Saturday. Some of the 
salesmen are considering displays at 
the convention. 


Showing Line In New York 


A. F. Jenks, president of the B. A. 
T. T. S., who handles the Churchill & 
Alden line here, has been holding a 
showing of his lines at the Prince 
George Hotel, in New York. 


Shoe Store Discontinued 


Frederick W. Becker, president of 
the Buffalo Retail Shoemen’s Associa- 
tion, has discontinued one of his 
stores—the one at 20 West Eagle 
Street. The stock has been moved to 
Mr. Becker’s other store at 194 
William Street. Mr. Becker has be- 
come connected with the John Eb- 
berts Shoe Co. and found his hands 
so full of work that he decided one 
store was enough for him to handle. 


Travelers and Merchants Plan Outing 


The traveling salesmen and retail 
shoe men will join in an outing down 
the Niagara river July 27. Both the 
“Bats” and the retail men’s organiza- 
tion are co-operating in their plans 
for the outing, which they are going 
to make a big affair. The two or- 


ganizations joined for their last year’s 
outing, and the result was so success- 
ful that it was decided to try it again. 


Jamestown Merchant Dies 


Henry S. Woods, of Woods & Per- 
rin, well-known boot and shoe dealers 
at Jamestown, died there recently. 
Mr. Woods was 77 years old. He en- 
gaged in business at Stockton and 
then went to Jamestown, where he 
became a member of the firm of 
Woods & Perrin. He built and man- 
aged the Osmer, one of the largest 
apartment and boarding houses of its 
kind in the city. About two years 
ago he sold the property and retired 
from active business. 


Akron 


WHITES SELLING WELL 


Combinations With Brown and Black 
Also Popular 


A sudden and rather unexpected de- 
mand for white footwear came in with 
the first streak of hot weather of the 
season early last week. After being 
fooled so often by the weather-man 
local merchants are certain now that 
summer is here and are making their 
plans accordingly. The calls for sport 
styles were not as great in number as 
those for plain, cool and comfortable 
every-day low white oxfords. How- 
ever, brown and black toes on white 
canvas with Cuban heels attracted 
considerable attention. 

After a comparison of the business 
done before, during and since the re- 


cent street car strike, every house 
reported that it had not felt the tie-up 
in the least. As one merchant aptly 
put it, “Give us clear, hot weather 
and we don’t care if the cars run or 
not.” 


Brown Oxfords Going Strong in 
Staples 


The staple lines in women’s low 
shoes seem to be brown oxfords. Many 
houses are coming to the conclusion 
that, although they did not appreciate 
it as the sales went steadily on, this 
particular kind of oxford was leading 
all others in number of pairs sold. 

Men are sticking to the same brogue 
styles. One manager said that all 
men were not calling for brogues, but 
nevertheless that was what he was 
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selling in most cases. The small chil- 
dren are being fitted up with Mary 
Janes, the larger with oxfords in 
browns and blacks. 

Rubber footwear is not suffering 
any slump according to the local rub- 
ber factory officials. Goodrich states 
that production will continue until 
September at full blast to fill orders 
on hand at present. This concern 
does not contemplate any reduction of 
the size of its force until that time 
at the earliest. Experiments in new 
styles and lasts are being. made but 
nothing which would throw any light 
on the possible styles for next sea- 
son has been announced. 


Attends Meeting With Hoover 


Edward S. Babcox, editor of the 
India Rubber Review, attended a 
meeting of rubber manufacturers and 
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trade paper publishers called by Her- 
bert Hoover late in May “to work 
out ways and means of ascertaining 
facts on conditions of business to aid 
in commercial developments.” Mr. 
Hoover expects to call a number of 
these conferences to decide on a 
scheme of collecting, tabulating, in- 
terpreting and disseminating infor- 
mation to manufacturers monthly. He 
is quoted as saying that if some such 
source of information had been open 
to rubber manufacturers in the past 
the recent over-accumulation of stocks 
would not have been possible. 


Chiropractors Hold Convention 


The chiropractors of Akron attended 
the state convention at Columbus al- 
most in a body. Dr. O. L. Brown was 
elected president of the Ohio associa- 
tion. 


Lynn 


NEW STOCK SHOES 


White Oxfords, Also Flexible Shank 
and Rigid Shank Shoes 


The firm of J. J. Grover’s Sons can 
make some instant deliveries of white 
oxfords from its stock department. 
Also, it is putting into its stock de- 
partment a line of “Nature’s Way 
Shoes,” with flexible shanks, and sim- 
ilar hygienic qualities. These are of 
black kid leather. Later, some tan 
kid shoes, of this healthful sort, will 
be added to the stock department. 

These flexible shank shoes are for 
people who have good arches in their 
feet, and wish to preserve them by 
wearing shoes with flexible shanks, a 
method that is recommended by some 
of the best foot specialists. Also 
there will be added to the stock de- 
partment a line of shoes with rigid 
shanks, recommended for those who 
have fallen arches. 

The Grover factories are running 
at full capacity on shoes for summer 
and for early fall. A good volume 
of fall orders has already been booked 
by salesmen on the road, and pros- 
pects are good for full volume pro- 
duction for the remainder of the year. 


BLACK KID BEING USED 


Allen, Goller, Leighton Make Them 
for Summer Wear 


Allen, Goller, Leighton are making 
quite a lot of light and dainty black 
kid shoes for summer-time sales. 
Also they are making patent leather 
shoes. One and two-strap styles are 
the best sellers. A number of the 
shoes have circle perforations with 
inlays of contrasting colors, as, for 
instance, a white inlay on a black 
quarter. 

A new stage last, put into the fac- 
tory for immediate use, has a three- 
inch vamp, and an 18/8 Louis heel. 
The vamp is the shortest that the 


firm has made for many a day. Mr. 
Goller and Mr. Leighton were re- 
cently on the road, gathering in or- 
ders for summer shoes, and also 
picking up ideas for fall. New 
samples, now being made up for the 
Boston market, will show blacks and 
browns, in kids and suedes, in low 
cuts, and also some boots. 


New Slipper Line for Men 


A new line of slippers for men is 
being produced by Merrill, Porter & 
Co., of Lynn. The firm has made 
comfort shoes and nurses’ shoes for 
women since 1882, and now gives 
thought and energy to the making 
of house slippers that will add to the 
style, as well as the comfort, of men. 
In other words. it is making slippers 

1at a man will find fit right and 
feel right. On the last for these 
slippers, Merrill, Porter & Co. spent 
six months of study and experiment, 
and, eventually, they got a slipper 
that fits the foot of a man as snugly 
as a pump fits the foot of a summer 
girl. It will not slip at the heel. 
Furthermore, it has a selected sole 
leather counter. Also it fits snug in 
the arch, and it does not gape at the 
sides. The bottom is of oak leather, 
No. 8 iron, and the sole is given a 
special treatment to make it extra 
flexible. The forepart is cushioned 
with felt and the sock lining is of 
extra quality. 


Styles in Heels for Fall 


Among the new styles in wood 
heels which are being sampled by 
Lynn shoe manufacturers are Cuban 
Louis heels. They range from 11/8 
to 19/8°in height. An 11/8 heel is a 
trifle low for a wood heel, and a 19/8 
heel is a trifle higher than heels on 
Lynn shoes have been running. These 
new heels are from the factory of 
Gray-Hathaway Wood Heel. Co., 
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which has just succeeded the Gray 
Wood Heel Co., with a factory on 
Allerton Street, and an office on Har- 
rison Court. Also this company is 
already making for fall a line of fa- 
miliar Louis heels, about one-half 
being of the baby, or junior Louis 
style, and the other half the full Louis 
styles. A new idea in wood heels is 
to use a hard fiber plate, instead of 
an aluminum plate, under the top lift. 
This hard fiber plate is colored to 
match the color of the uppers. White 
celluloid plates are used in a number 
of wood heels for use on summer 
shoes, as, for instance, a white plate 
in a black heel, which is to be used 
on a black and white shoe. 


Novelty Cartons Increasingly 
Popular 


Russell Moulton, of Littlefield- 
Moulton Co., makers of cartons and 
packing cases, Lynn, notes a large 
increase in the demand for novelty 
cartons. It comes, not from manu- 
facturers of shoes, but from shoe 
merchants, who are going more and 
more into the novelty shoe business, 
and as a consequence are brightening 
up their stores. These merchants 
call for cartons of special sizes, or of 
special labels, or of special colors. 
Some are using cartons of combina- 
tions of colors on the covers, per- 
chance getting the idea from the two- 
color shoes that are now in the 
fashion. These novelty cartons, of 
course, are more expensive than the 
plainer types. 


New Fine Stitching Introduced 


For those buyers who are inter- 
ested in the flexibility of shoes, or the 
mechanics of shoemaking, there are 


some new shoes whose soles are 
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stitched with fifteen stitches to the 
inch, and each stitch is pulled right 
down into the insole so tightly that 
it becomes almost a part of it. Hith- 
erto five or six stitches to the inch 
has been fine sewing on soles. Extra 
flexible are shoes stitched with such 
a fine seam, and also the insole is as 
smooth as can be, for the threads do 
not rise above the surface of the 
leather. Only a few shoes have been 
made on the machine so far, for it 
has just been invented, and the first 
machine was set up in a shoe fac- 
tory the other day. 





A GOOD NAME ENDURES 


A singular case of the value 
of a good name comes to hand 
through the reincorporation of 
the Carr Leather Co. of Pea- 
body. This concern started in 
1896, built up a reputation for 
tanning calf leather, prospered, 
and, when its factory was 
burned, its owners decided to 
retire. But just to keep their 
hand in the game a bit, they 
started some of their young 
associates in a new venture, 
which was called the Ideal 
Leather Co. This company got 
along well. But customers per- 
sisted, even during a period of 
years, in speaking of this com- 
pany as the Carr Leather Co. 
and in addressing letters to the 
Carr Leather Co., and, eventu- 
ally, the firm felt compelled to 
return to the old name. So the 
old charter, which had been sur- 
rendered, was renewed and the 
old name was regained. All of 
which seems to show the value 
of a good name in trade. 











Haverhill 


LET-UP IN PRODUCTION 


June and July, However, Expected to 
Be Big Months 


Following a period of intense ac- 
tivity in the production of women’s 
novelty footwear at Haverhill fac- 
tories, there has been a lull in the 
demand during the past two weeks. 
This is considered by manufacturers 
to be just a “rest-up” period on the 
part of buyers, most of whom are 
well supplied with goods. The 
months of June and July will, in the 
opinion of members of the local trade, 
show a substantial amount of busi- 
ness coming to the factories. There 
seems to be little change in the mer- 
chants’ “hand-to-mouth” method of 
buying goods. Retail merchants are 
beginning to respond to fall samples. 
The forthcoming exhibition and style 
show in Boston is expected to renew 
buying activities to a marked extent, 
both for immediate and fall delivery. 


Booklet from Prize-Winning Con- 
cerns 


The Rickard Shoe Co. and Clare- 
mont Shoe Co. of this city -recently 
sent to shoe merchants a_ booklet 
containing photographs and descrip- 
tions of the exhibits made by these 
concerns at the National Shoe Style 
Show in Milwaukee in January. 
These concerns, exhibiting jointly, re- 
ceived first prize for excellence of 
their exhibitions. The booklet is elab- 
orately gotten up and embodies a de 
luxe memento of the shoe convention 
and style show. 


Will Move and Increase Production 


Tessier & Bowdoin, who for the 
last fourteen years have been at 50 
Phoenix Row, will move into the An- 
drew J. Tilton Building on July 1, 
being in the same building as With- 
erell & Dobbins, and occupying the 
two upper floors. The members of 
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this concern are Albert U. (Bert) 
Bowdoin, Peter Tessier, Jr., and 
George W. Lawrence. “Bert” Bow- 
doin, who has been engaged in the 
shoe manufacturing business for the 
last fourteen years, is in charge of 
sales. Mr. Tessier has spent all his 
business life in the shoe manufac- 
turing business. Mr. Lawrence has 
been connected with the shoe manu- 
facturing business for several years, 
and will have full supervision over 
the production and general work of 
the factory. The concern’s produc- 
tion is to be increased from 1750 to 
1500 pairs a day. 


Complete Plans for New Factory 


The F. E. Adams Shoe Co. has blue- 
prints of a new factory which is to 
be built in Seabrook, N. H. Work 
will begin early in June. The plant 
will be of mill construction, three 
stories and basement, with a floor 
space of 21,000 square feet. F. E. 
Adams, head of this concern, resides 
in Haverhill. He says: “We are 
temporarily producing our line of 
women’s high-grade turn footwear in 
Newburyport. As soon as the Sea- 
brook factory is completed we shall 
substantially enlarge our output, 
which is sold exclusively to retail and 
department store trade.” 


Shoe Company Granted Charter 


The Fowler Shoe Co. of Haverhill 
has been incorporated under Massa- 
chusetts laws with a capital of $15,- 
000. The officers and directors are 
Jacob S. Fowler, president; George 
E. Webster, treasurer, and John Par- 
sons, clerk; all of Haverhill. 
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Expert on Spanish Trade 


W. M. Strachan, who for the past 
two years has been making a survey 
of Spain in the interests of the Bu- 
reau of Foreign and Domestic Com- 
merce, was in Haverhill last week, 
making his headquarters at the 
Chamber of Commerce. He visited 
local factories and met manufacturers 
for the purpose of getting in touch 
with their activities as regards 
Haverhill-made footwear for Spanish 
trade. Mr. Strachan said that the 
condition of Spain as regards com- 
mercial relations with the United 
States shows some improvement, al- 
though the high tariff is unfavorable 
to American exporters. German con- 
cerns, he said, were in many cases 
able to undersell both British and 
American manufacturers’ through 
subsidy plans. 


Chamber of Commerce Banquet 


The annual banquet of the Haver- 
hill Chamber of Commerce was held 
May 26 at City Hall. Prominent 
speakers were Hon. Channing H. Cox, 
Governor of Massachusetts, and 
George R. Nutter, president of the 
Boston Chamber of Commerce, the 
latter the largest organization of 
its kind in the United States. The 
Haverhill Chamber is making an in- 
tensive drive for new members, and 
has been successful in adding a large 
number to its roster during the last 
few weeks. 


Selling Shoes in Canada 


H. S. Lockwood of Harrison-Lock- 
wood Co. of Haverhill has been mak- 
ing a trade visit to Canada, calling 
on merchants in Montreal and other 
points. This concern has a good busi- 
ness in Canada in the line of women’s 
footwear, with which it is identified. 


Milwaukee 


RETAIL TRADE BETTER 


Men’s Business Expected to Be Nor- 
mal This Summer 


A decided and beneficial change in 
weather conditions has restored snap 
to the retail shoe trade after a fort- 
night, in which business was cur- 
tailed to some extent by rain and 
cold. The turn came at the last week- 
end and brought about a marked 
change in the mental attitude of the 
bulk of consumers. While unseason- 
able temperatures prevailed, some of 
the larger stores resorted to the ex- 
pedient of stressing bargains. These 
special sales stimulated trade mate- 
rially, although the profit margin was 
reduced. Dealers are seeking turn- 
over, however, and this was accom- 
plished. 

With men’s business being watched 
rather more closely than trade in 
women’s footwear, it is interesting to 
note that the appearance of straw 
hats in haberdashers’ windows appa- 





rently has had a psychological influ- 
ence toward inducing men to buy ox- 
fords and white goods. In Milwaukee, 
June 1 usually is considered the be- 
ginning of the straw-hat season, but 
this year, with warm weather, straw 
hats and white shoes appeared on the 
streets a week earlier. Representa- 
tive merchants express confidence 
that men’s shoe business this sum- 
mer will be more nearly normal and 
that the waiting attitude of male 
buyers in recent months is now show- 
ing signs of being overcome. 


ALARMISTS ARE SCORED 


Erie Railroad President Says Recov- 
ery Is Under Way 


Every day develops tangible evi- 
dence that the recovery from the low 
point of the depression is well under 
way. Expressions by leaders of 
thought and action in many lines are 
more and more encouraging, and 
backed by substance. Fred D. Under- 
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wood, president of the Erie Railroad, 
who spent a week at his country es- 
tate in Wauwatosa, suburb of Mil- 
waukee, gave an interesting interview 
in which he scored the alarmists in 
the business world. 

“There is a lot of shouting and 
worrying and ‘viewing with alarm’ 
just now,” said Mr. Underwood, “and 
there naturally would be. We have 
just passed through three great 
phases. First, the world war; next, 
national prohibition, and finally, a 
business depression. But most of us 
are able to go to work every day, all 
of us are eating, and you will find 
that pretty soon things will be all 
right again.” 


Milwaukee After “Ad” Convention 


Advertising and sales managers of 
Milwaukee boot and shoe and hosiery 
manufacturing plants are working 
hard with the advertising division 
and the convention and publicity bu- 
reau of the Milwaukee Association of 
Commerce in its campaign to bring 
the 1922 convention of the Associated 
Advertising Clubs of the World to 
this city. A big delegation will go to 
Atlanta, Ga., to attend the conven- 
tion and follow up the advantage 
gained a year ago at Indianapolis, 
when the Georgia capital nosed out 
Milwaukee for the honor. John E. 
Fitzgibbon, general manager of the 
Phoenix hosiery works, is serving as 
general chairman of the campaign 
committee. 


To Open New Department Store 


Another large department store is 
being established in Milwaukee, with 
an investment of approximately 
“$500,000, at Third and State streets. 
Alexander Sherr, lessee of the prop- 
erty for twenty-five years, is remodel- 
ing the present three-story building 
and enlarging the area to 50 by 100 
feet. The store will be known as 
Sherr’s Department Store and will 
contain a boot and shoe section which, 
like various other departments, will 
be operated under sub-leases. It is 
expected that the formal opening of 
the store will be possible about June 
15 or July 1. 


New Officer of Mail-Order House 

Charles Danner & Co., Chippewa 
Falls, Wis., a large mail-order shoe 
house, now occupying a part of the 
L. W. Shoe Co.’s factory, announces 
that F. W. Hanzlik has become asso- 
ciated with it as secretary and treas- 


June 4, 1921 


urer. Charles Danner remains as 
president and general manager. The 
company maintains a buying office in 
Chicago, and Mr. Danner is dividing 
his time between that office and the 
Chippewa Falls headquarters. 


New Retail Firm Incorporated 

The Paul Clothing & Shoe Co. of 
Hurley, Wis., has been incorporated 
with a capital stock of $30,000 as a 
re-incorporation of the long-estab- 
lished general store business of R. L. 
Paul. S. M. Rautio, Leno Erspamer 
and M. E. Downs appear with Mr. 
Paul as principals. The store han- 
dles a general line of boots and shoes, 
men’s clothing, hats, furnishings, etc. 


Sheboygan to Have Newark Store 

The Newark Shoe Stores of Balti- 
more have closed a deal with L. A. 
Mohr of Sheboygan, Wis., whereby 
quarters for a new Newark store will 
be provided on a long-term lease. 
Frame buildings at 707-709 North 
Eighth Street are being razed to 
make room for a two-story brick busi- 
ness block of modern design. The 
entire first floor will be equipped as 
a Newark boot shop, which will be 
thrown open about August i. 


Forwarding Company Formed 

The Sheboygan Manufacturers’ As- 
sociation of Sheboygan, which in- 
cludes as members a number of large 
boot and shoe manufacturers, has 
perfected the nucleus of a freight- 
forwarding corporation which is of 
instantaneous effect and of great im- 
portance to the industries of the city. 
The Sheboygan Forwarding Co., as it 
is styled, will occupy a large ware- 
house where manufacturers may pool 
their less-than-carload freight ship- 
ments and get the benefit of car-lot 
freight rates. 


Merchants Urged to Co-operate 

The Retail Shoe Merchants’ Asso- 
ciation of Racine, Wis., at its month- 
ly meeting held at the store of Ernest 
Johnson, Sixth and Main streets, 
listened to an interesting and instruc- 
tive talk by W. S. Decker on the ne- 
cessity of close co-operation between 
retail merchants of various classes 
throughout the city in a period such 
as the recent past and likewise at 
present, in order to gain the greatest 
possible benefit of public patronage. 
He pointed out that all retail mer- 
chants have a common interest in re- 
building confidence. 


Detroit - 


MAY BUSINESS UNSATISFAC- 
TORY 


Weather as Much to Blame as Finan- 
cial Conditions 


May business has proven very un- 


. satisfactory in the shoe. trade. The 


weather is blamed for this as much 

as financial conditions. Dissatisfac- 

tion arises from the fact that the shoe 

merchant of Detroit allowed himself 

to believe that May would be a ban- 

ner month. “If we only get the right 
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kind of weather,” the merchant said 
in April, “May will be a splendid 
month.” The weather evidently was 
not of the correct type, as business 
did not develop as anticipated. In 
some stores, however, reports were 
not at all pessimistic. 

A survey of the feet on the street 
during a trip down Woodward Avenue 
showed a remarkable preponderance 
of black shod women, with brown a 
close second. Gray was hardly in evi- 
dence, not nearly as much so as a few 
weeks ago. Whites were conspicuous 
by their absence. 


June to be “White” Month 


June is looked forward to by the 
large dealers as a big “white” month. 
Sport shoes and whites are being 
shown in many windows in the most 
prominent positions. At the R. H. 
Fyfe & Co. store, a window was given 
up entirely to women’s sport models. 
These were shown in an appropriate 
setting with golf bags, golf clubs and 
tennis racquets. The usual shoe fix- 
tures were used, stands and plateaux, 
but these were enlivened with a drap- 
ing of silk in strikingly colored Roman 
stripes. 

A feature of every Fyfe window at 
present is a mirror hung in the back- 
ground, with silken cords, at just the 
right height for milady to examine her 
spring millinery. 


TALKS ON STYLES FOR FALL 


Continuance of Ball Straps for Men Is 
Predicted 


At the regular semi-monthly lunch- 
eon meeting of the Detroit Retail 
Shoe Dealers’ Association, held at the 
Statler Hotel, May 19, Roy Pingree, 
of F. C. Pingree Sons’ Co., was the 
speaker. He made an appeal for 
closer co-operation with the manufac- 
turer in giving orders for merchan- 
dise. He had on display a high-grade 
shoe, from which all identification 
marks had been removed, which he 
offered as an example of the result of 
haste in manufacturing. The work- 
manship had not been slighted, but 
the shoe was made of three different 
shades of brown: leather. “If more 
time were allowed in manufacturing 
this defect would not appear in a high- 
grade line,” he said. 

He predicted a continuance, in men’s 
lines, at least, of the ball strap ox- 
ford for the earlier fall months, to be 
followed by Brogue oxfords in heavier 
leathers. Soft boxes, ball straps. ex- 


tension stitched heels and oxfords 


MAY BUSINESS GOOD 


Merchants Oppose Move to Kill Li- 
censed Betting on Races 


May business has been good as a 
result of very fair weather, a good 
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were conceded by all present as “safe” 
for fall. It was suggested by one 
buyer present that the modified 
French last be adopted as a style line 
for women for fall, but no action was 
taken on the suggestion. 


Blacks Growing in Favor 


Mr. Pingree said that for the last 
two years his firm had manufactured 
only from one to three per cent black 
leathers, but that at present fully 
forty per cent of production was on 
blacks. He advocated novelty shoes 
for men as the only method of in- 
creasing men’s shoe sales. He said 
that he found too many buyers were 
influenced by their own tastes in this 
matter, the buyer who wears plain 
styles showing a decided aversion to 
the introduction of fancy lines. “Our 
factory is going full time to-day, and 
practically every style being made is 
in the class we know as ‘fancy,’” he 
declared. 

There was some discussion as to the 
possibility of the ball strap not prov- 
ing a seller this fall. due to the com- 
plaints made by some, of the discom- 
fort caused by the double thickness 
of leather. It was generally conceded, 
however, that if the ball strap was 
confined to the lighter leathers and 
was made wide enough this trouble 
would be overcome; also, that if the 
ball strap was shown as the proper 
style it would be worn. 


Regal Man Transferred to New York 


After two years as manager of the 
Detroit Regal store, E. L. Lucas is 
leaving to take charge of the New 
York store at 166 West 125th Street, 
for the same firm. Mr. Lucas came to 
Detroit from Cleveland, where he was 
assistant manager of the Regal store. 


Scholl Man Resigns; Poor Health the 
Cause 


F. A. Rutlege, manager of the 
Scholl Manufacturing Co., for the 
Detroit district has had to resign on 
account of continued ill health. R. R. 
Hutton, formerly in business at Kala- 
mazoo succeeds him. 


Sensational Shoe Sale Held 


One of the sensations in Detroit 
trade for May was the sale of two car- 
loads of women’s shoes, consisting of 
15,296 pairs of women’s and misses’ 
high-grade oxfords and pumps made 
to sell at $5, $6. $7, $8 and $9, at the 
one price, $1.79 per pair. 


volume of country business, increased 
industrial activity, and the spring 
races. The races have brought many 
country visitors to the city, and re- 
sulted in some good business. In the 
jobbing trade business is reported as 
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very fair, although far Southern busi- 
ness is a bit duli, and things are none 
too active in the agricultural dis- 
tricts. The coal mining regions are 
booming again, and*represent the best 
selling sections in the state. The oil 
towns are also doing fairly well, in 
spite of low prices for crude oil. 

A movement has been started lo- 
cally to kill licensed betting on races 
in Kentucky by legislative enactment. 
As many of the retail merchants fa- 
vor racing, as it brings a good deal of 
business to Louisville, the Board of 
Trade refused to adopt resolutions 
detrimental to racing, by a 16 to 5 
vote, and the Retail Merchants’ Asso- 
ciation, and other commercial organi- 
zations are expected to fight the 
movement to kill racing, which is be- 
ing championed by some of the 
women’s clubs and churchmen. 


Good Demand for Sports 

In women’s shoes the demand has 
been extremely good for black and 
brown satin, but is now giving way 
to a demand for white shoes—canvas 
and buck being very active. There is 
also a good demand for plain white 
and two-tone effects. In men’s shoes 
blacks are somewhat more active than 
they have been, but lighter shades of 
tan on the English last are mighty 
good. Brogues continue fairly active. 
Children’s shoes are beginning to ease 
off somewhat, and the usual demand 
for sandals is beginning to develop. 


New Manager of Travers Store 

L. H. Boynton, formerly manager of 
a store at Dayton, Ohio, has come to 
Louisville as manager of the Travers 
branch here. W. R. Davis, formerly 
manager at Louisville, has been 
transferred to Baltimore for the Trav- 
ers company. 


“Sliding Scale” Sale Advertised 

C. S. Taylor, manager of the local 
Selz Royal Blue Store, has advertised 
a special sale of $10 to $12 values, on 
a sliding scale basis, offering one pair 
for $3.95; two pairs for $5.95 and 
three pairs for $6.95, the customer 
being allowed to pick her own styles, 
enabling her to secure white shoes, 
pumps, oxfords, etc., or a full com- 
plement for summer wear for the 
average price of one pair. This sale 
is expected to clean up some 2000 
pairs of stock that should be moved. 


Talks on “Truth in Advertising” 


Alfred B. Koch, merchant of Toledo, 
Ohio, was recently in Louisville, for 
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the annual meeting of the Better 
Business Bureau, backed by the Louis- 
ville Advertising Club. Mr. Koch 
made a very interesting talk on truth- 
ful advertising, and how Toledo has 
cleaned up her advertising, and 
through a vigilance organization 
forces all advertisers to retract any 
and all misstatements in the press. 


Louisville Store Redecorated 


The Dan Cohen Co., has redecor- 
ated the Louisville store, and installed 
new fixtures. The company plans to 
place the children’s department on the 
second floor of the building, which 
was bought some months ago, but has 
not been able to secure possession on 
account of leases, which have some 
months to run. Work will start 
shortly on remodeling the store of the 
Rodes-Rapier Co. 


Style Show to be Permanent Feature 


The April style show of the Louis- 
ville Retail Merchants’ Association 
proved so successful that it will be- 
come an annual event. The Style Show 
Association is being formed and will 
be incorporated to handle the annual 
event. Ben Kaufman, of Kaufman 
Straus Co., William Detchen, of Husch 
Brothers, and W. I. Kohn, of Herman 
Straus Co., are leaders in the new or- 
ganization, and will be directors. 


A “STICK WITH IT” CLUB 
Getting Quality in a Lansing, Mich., 
Factory 


An organization of unusual signifi- 
cance in these times of labor troubles 
and unsettled conditions is the “Stick 
With It” club in the factory of Hugh 
Lyons & Co., manufacturers of dis- 
play fixtures at Lansing, Mich. This 
club is composed of foremen and su- 
perintendents of the plant. At a re- 
cent meeting of the club 23 members 
were present and the average term of 
service of each member of the club 
was ten and one half years. The old- 
est employee has been with the com- 
pany for twenty-three years, several 
others have seen twenty years of serv- 
ice with the company while nine of 
the group average sixteen years. 

The business depression has been 
felt very little in the Hugh Lyons 
plant. The officers are firmly con- 
vinced that they have been able to 
keep up the quality of their product 
largely because of their ability to re- 
tain men on the job who have been 
accustomed for years to handle the 
production end of the business. 


Rochester 


NO CHANGE IN WAGES 


Representatives of Manufacturers and 
Workers Reach Agreement 


Committees representing the Roch- 
ester Boot and Shoe Manufacturers’ 


Association and the United Shoe 
Workers of America, have negotiated 
an agreement which provides for the 
continuation of piece prices, and also 
the present week prices effective un- 
til May 1, next year. The contract 
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provides, however, that either party 
thereto may serve notice on the other 
party in August, 1921, of intention to 
re-open the contract in respect to the 
wage schedules. Should this option 
be exercised, provision is made for 
the choosing of a board of arbitration 
to consist of five members, three of 
whom shall be neutral persons, and 
the other two selected by the parties 
to the agreement. Continuation of 
the present shop committees is also 
provided for and a court of final resort 
is provided for in the person of a 
mediator empowered to settle all dif- 
ferences that may arise. All of the 
large factories making women’s shoes 
are covered by the agreement. 








Gives Talk on Retail Problems 


William Pidgeon, Jr., president of 
the New York State Retail Shoe Deal- 
ers’ Association, addressed the Roch- 
ester Ad Club, last Monday on the 
subject of “Some Retail Problems.” 
Mr. Pidgeon recently has addressed 
large audiences of business men at 
Flint, Mich., Erie, Pa., Lancaster, Pa., 
and Buffalo. He also was invited to 
address the students at Marquette 
University. Recently a large, na- 
tionally known manufacturing com- 
pany retained Mr. Pidgeon to write a 
series of twelve articles dealing with 
different types of retail customers and 
how to handle them in making sales. 
Later these articles will be published 















SALES A LITTLE OFF 


Slightly Below Those of April—June 
Expected to Break Records 


The month of May has been a little 
short in point of volume of business 
with the local retail merchants, as 
compared with April. Sales, however, 
compare favorably in virtually all 
cases with the mark set by May of 
last year. Considerable rainy weather 
during the month was the most im- 
portant factor affecting sales. The 
last few days of the month, however, 
were very “summery” and gave a 
healthy impetus to buying. 

Novelties in women’s shoes have 
been moving well during the spell of 
warm weather just prior to the open- 
ing of the white season. These, at 
this time, consist more largely of 
strap combinations of patent and kid 
vamps with suede quarters. Patterns 
carrying various kinds of inlay effects 
are also found in the novelty class 
and are moving well in the more pop- 
ular prices. 


Black and White Popular 


The warm weather, too, has brought 
about a good start in the movement 
of white shoes. It is noticed that va- 
cationers are preparing for their sum- 
mer trips to the coast and to the 
lakes. Sport shoes in black and white 
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in a small volume. They are now ap- 
pearing in one of the company’s mag- 
azines. 


Merchants Educating the Public 


Merchants of Rochester are doing 
good work through the public press to 
convince the public that despite 
statements to the contrary, there are 
genuine bargains to be had in all re- 
tail stores and that holding off buying 
in the expectation that next year will 
bring lower prices is sure to mean 
disappointment. Articles telling the 
public that present prices can be 
maintained if business is revised and 
that there are no signs of immediate 
further reductions, are appearing in 
all the local papers. 


Purchases Interest in Factory 


John C. Curtin. well-known leather 
man who was formerly junior partner 
of Charles Stern & Co., leather whole- 
salers, has purchased an interest in 
the Burrows Shoe Co., Inc., where he 
assumes the position of treasurer. In 
addition to being financial manager, 
Mr. Curtin will have charge of sales. 


Business Good 


The retail shoe business of Roches- 
ter is exceptionally good. Sport shoes 
are coming into their own with the 
advent of warm weather. 


effects are very popular for summer 
wear. 

Cincinnati retail merchants expect 
the month of June to surpass all rec- 
ords in volume of business. They re- 
gard it as a month that will mark a 
revival in general business activity. 
It is believed that the arrival of the 
summer season will have its usual ef- 
fect upon the commercial world and 
besides that, it is inevitable that the 
recent decline in the Federal Reserve 
discount rate will aid in the movement 
of goods and tend toward an expan- 
sion of credits. 


FACTORIES ARE BUSY 
Advance Orders Booked on Low Shoes 
—Straps Persist 

The local manufacturers are well 
booked up for the months of July, 
August and September. Some of the 
factories here have already begun 
cutting their orders for early fall. The 
greater portion of these consist of 
low shoes and in an orgy of strap ef- 
fects. Brown kids and calfs are in 
the majority, while black calf is seen 
to be increasing in popularity. A few 
orders for boots have been booked, but 
according to the manufacturers, their 
salesmen are finding the retail mer- 
chants dubious as to how extensive 
will be the return of boots for fall if 
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Where to Buy 


Children’s Shoes 


































IN STOCK 
Infants’, Children’s, 
Misses’ and Young 
Women’s Shoes. 


CONSOLIDATED 
SHOE CO. 










212 Essex Street 
Boston, Mass. 


















IN-STOCK 


Children’s Flexible 
Turns, sizes 1 to 8 


Popular Priced Stitch- 










downs, sizes 5 to 2 
SAMPLES Sent Prepaid 


Goodger-Milow Shoe Co., 1 
ROCHESTER Noe 






























Where to Buy 


Miscellaneous 







































plete catalog Fi 
The Silverite Co., ieee , 81 {High St., Boston 














No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 

All the Time 










































Perfection Pneumatic 
Arch Cushion 


Designed to Prevent 
Fallen Arches 


ELASTIC TIP COMPANY 
Boston, Mass., U.S.A. 
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Shoe Conee Shoe Cleaner. 
hoe Ribbon 


Send for Catologue To-Day _ 
W.E.ELLIS COMPANY 


HAVERHILL . 
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“Where to Buy” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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What Your Customers Want 


Our sales to date—actually greater than 
for the same months a year ago prove to 


us conclusively that 


Genuine value—not cheapness—is an essential in the eyes of 


more men than ever today. 


Utility and long wear combined with correct style are the 
qualities which more men are seeking in their shoes. 


Are You Prepared to Meet This Increas- 
ing Demand for Better Shoes—Next Fall 


Have you looked into the French, 
Shriner & Urner line and satisfied 
yourself as to what it can do for 
you in the way of meeting this 
tendency toward genuine value and 
not cheapness? 


If you have not, we wish to im- 
press you with the fact that shoes 
of our standard cannot, be hurried 
through on a week or two weeks’ 
notice. 





Moreover, we do not pretend to 
carry a large stock of French, 
Shriner & Urner shoes—our stock 
service is rather to keep our cus- 
tomers properly “sized” during 
the active selling seasons. 


So if you really want shoes to sell 
men who demand such value as 
our trademark represents, we ad- 
vise early action. 


FRENCH, SHRINER & URNER 


Factory and Salesrooms 


63 MELCHER STREET 


BOSTON, MASS. 
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they return at all. The anticipation 
of their needs for fall thus far, in the 
form of actual orders, shows that low 
shoes will be worn far in excess of 
boots. 


New Sales Plan a Success 


The all-year selling plan inaugu- 
rated by the Krohn, Fechheimer Co., 
of this city last spring and which is 
now being widely advertised, is meet- 
ing with the general approval of the 
retail trade. The plan is based upon 
the idea of serving the merchants’ 
needs as they arise. It is designed to 
level the peaks and valleys of the 
shoe business, and according to E. K. 
Woodrow, sales manager of the com- 
pany, letters of approval and com- 
mendation are being received from all 
parts of the country. 


Baseball League Organized 


A baseball league has been organ- 
ized among the shoe factories of Cin- 
cinnati. Thus far, there are only four 
teams in the league, each representing 
a factory. They are: Krohn, Fech- 
heimer Co.; The Holters Company; 
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Krippendorf-Dittman Co., and P. Sul- 
livan & Co. The Stern, Auer Co. is 
organizing a team and before long ex- 
pects to enter the league. The first 
games played were on Saturday, May 
21. .The Holters Company defeated 
Krippendorf-Dittman Co. with a score 
of 10 to 6, while the Krohn, Fech- 
heimer Co. defeated Sullivan 12 to 6. 


Annual Outing Being Planned 


Preparations for the annual outing 
of the shoe workers of the local fac- 
tories are well under way. The out- 
ing is to be held at Coney Island on 
June 18. It is a time when each of 
the 10,000 workers of this market can 
take his family and friends along for 
an all day picnic. Plans for the event 
are as usual under the supervision of 
the local shoe and leather club mem- 
bers. 


Stanley Duttenhofer at French Lick 


Stanley Duttenhofer, advertising 
manager of the Val Duttenhofer Sons 
Co. is spending a few weeks at French 
Lick, Indiana, where he is recuperat- 
ing from an operation. 


Chicago 


RETAIL BUSINESS SPOTTY 


Retail business for the week ending 
May 21 was somewhat “spotty.” The 
early part of the week was cold and 
business was only fair. Thursday 
morning the mercury started upward 
at a rapid rate and retail business 
followed the same trend. Friday and 
Saturday were real summer days. In 
fact, July has nothing on the tempera- 
ture record for these two days. Sales 
records in Chicago shoe stores as a 
rule were far ahead of the correspond- 
ing days of the previous week. 

Immediately with the advent of 
warmer weather the demand switched 
from heavier types of women’s foot- 
wear to lighter and more airy crea- 
tions. Suedes and buck received a de- 
cided setback although there was a 
steady demand for Russias in both 
lace oxford and strap effects. Black 
kid, in both walking heels and junior 
Louis heels became a favorite in a 
great many stores and especially those 
carrying medium grade lines. Black 
and brown satins were big sellers 
throughout the week and bid fair to 
go through the season with little 
abatement. 


WHITE FOOTWEAR BIG FACTOR 


Black and White Combinations Seem 
Particularly Popular 


The cold weather which has pre- 
vailed through April and the early 
part of May has delayed the opening 
of the white season beyond the time 
when it usually takes place. Friday 
and Saturday, however, witnessed a 
sudden demand for white sport foot- 


wear as well as the more conservative 
types of white lowcuts. Black and 
white combinations are receiving un- 
usual attention. Black and white 
sport skirts are popular street attire 
and demand black and white footwear 
to complete the outfit. 

O’Connor & Goldberg are advertis- 
ing a special white footwear sale at 
$7.35. In this are included some 
genuine white kid, Louis heel straps 
that came in too late for the season 
last year and which were bought to 
sell at $12 to $14 a pair. Some un- 
usually attractive styles in white buck 
sports are also included. The first 
morning of the sale, the store was 
crowded before 10 o’clock. This indi- 
cates that women are intentionally in- 
terested in white footwear and also 
that they are interested in buying this 
sort of foot covering at a price. 


Men’s Business Good 


Chicago has been suffering from a 
tieup in the buildings trade. It is es- 
timated that approximately 200,000 
men are affected by this tieup. In 
certain sections of the city this has 
had a very serious effect on the shoe 
business. But notwithstanding this, 
the latter part of last week saw a de- 
cided upward business swing in re- 
tail shoe departments catering to men. 
The lighter shades of tan and fancier 
patterns have been selling most read- 
ily. -As the season advances, men of 
more conservative taste are swelling 
the cash register record on more con- 
servative types of footwear. This is 
especially true in the higher grade 
lines. 
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Clever Advertising Wins Business 


Chicago retail shoe merchants have 
realized the necessity of bending their 
advertising efforts to more artistic 
and attractive newspaper advertising. 
Beautiful layouts aand backgrounds 
and unusually readable advertising 
copy has been a prolific source of 
drawing business to the stores. 


New Store on Southside 


I. W. Brandwine, who conducts a 
store at 3269 Lincoln Avenue, re- 
cently opened a very attractive new 
shop at Cottage Grove and Sixty-third 
Street. The store caters to the higher 
class of trade in that community. He 
has named it the Tivoli Boot Shop. It 
is just around the corner from the 
Tivoli Theater, one of the highest 
class and most expensive moving pic- 
ture houses in the Middle West. 


I. Miller Children’s Department 
Opened 


The children’s department of the I. 
Miller store opened May 21. The de- 
partment is unusually attractive and 
is fitted up as a play-room, many de- 
vices being used to make the place at- 
tractive to the little tots. Toys of 
various sorts were given to the chil- 
dren on the opening day and the vol- 
ume of business indicated that this 
plan of attracting the youngsters was 
fully appreciated. 


Wholesale Business Satisfactory 


Business on Monroe Street followed 
an even and satisfactory level during 
the week. No big sensational sales 
were recorded but every house along 
the street had a large number of small 
orders for delivery at once and in the 
aggregate shipments were ahead of 
the corresponding week of last year 
in several of the more prominent 
wholesale concerns. The plan of buy- 
ing more often instead of buying big 
lots occasionally seems to be a pretty 
well grounded principle among retail 
merchants throughout the country. 
Collections have been satisfactory, 
which indicates that merchants are 
turning their stocks and doing a nor- 
mal business in their stores. 


Whereto Buy 


Men’s Shoes 


























THE- 
CO-OPERATIVE SHOE 


FOR MEN 
Carried in stock at 11 South Street, 
Boston. 


Brockton Co-operative Boot & Shoe 


O. 
Factory—Brockton, Mass. 
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National 


shee style 


Your Personal Invitation 


‘In behalf of our Association, permit me to extend a cordial and 
personal invitation to you and your business associates to attend 
the National Shoe and Leather Exposition and Style Show to be 
held in Mechanics Building, Boston, July 11 to 14. 


‘‘l think that you will realize the importance of this 
Exposition at a time like this when styles are changing so 
rapidly and so much depends upon accurate first-hand 











knowledge of styles and market conditions. 


“Tanners, last manufacturers, pattern makers, shoe 
manufacturers, findings men, in fact all the members of the 
allied trades, are co-operating along sound yet progressive 
business lines to make this Exposition truly national in its 
scope and influence. 


“In urging you to come I| am prompted by the sin- 
cere conviction that you will find it well worth your while 
to attend from a business standpoint. 


Cordially yours, 


NATIONAL SHOE AND LEATHER EXPOSITION 
AND STYLE SHOW, INC. 


Albert N. Blake, President. 


BOSTON 
July 1112-13-14 


NATIONAL SHOE and LEATHER 
EXPOSITION and STYLE SHOW 


iN 
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New Welt Department Installed 

Flexible Shoe Co. have the new welt 
department installed and in operation. 
This concern has heretofore made 
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flexible McKays. With the installa- 
tion of the welt department the out- 
put is being increased about 300 pairs 
a day. 


Brockton 


Cc. A. EATON WINS SUIT 
Verdict Given Manufacturer in Suit 
Arising from Contract Cancellation 

Cc. A. Eaton Company of this city 
have been awarded by a jury, a ver- 
dict of $3,337.21 in a suit for $4,000 
brought against Morris Rosen and 
Edward Dexter, both of Brockton. 
The outcome of the case is important 
fro: the manufacturers’ point of 
view. The action arose through a 
cancelled order of a special make of 
shoe, which the purchasers alleged 
were not made according to specifica- 
tions. During the trial a representa- 
tive of the United States Chamber of 
Commerce was present. The suit is 
said to be in reality a test case. Busi- 
ness men throughout the country, it is 
stated, will be interested in the ver- 
dict as settling the question of con- 
tract cancellation. 


Factory in Stock Sales Good 

Factories which carry goods in 
stock report a good demand for sea- 
sonable styles of men’s and women’s 
welts in oxfords and sport footwear. 
The carrying of goods in stock at the 
factories is a rapidly growing feature 
of Brockton’s shoe business and one 
to which merchants are responding in 
a most gratifying degree. There is 
no question that this will be continued 
on a larger scale by concerns which 
have already adopted it and also that 
it will be taken up by other houses 
as an important factor in their busi- 
ness. Changing methods of buying 
shoes are vividly illustrated in the 
active demand for factory in stock 
goods which can be obtained in de- 
sired quantities and without delay. 


Concern Making Women’s Shoes 


The John C. Kelly Company is the 
latest Brockton concern to engage in 
the manufacture of women’s welt 
footwear. This company has leased 
the upper floor of the building for- 
merly occupied by the Hedlund Shoe 
Co. The Kelly Company is removing 
from its present factory quarters to 
the new location, where the output of 
footwear will be substantially in- 
creased. 


Stone-Tarlow Will Enlarge Output 


Stone-Tarlow Company, manufac- 
turing men’s and women’s welts, has 
taken additional space in the factory 
which it occupies and will increase the 
daily output to 70 dozen pairs. Addi- 
tional help will be employed. The 
space vacated by John C. Kelly Com- 
pany will enable Stone-Tarlow Com- 
pany to obtain the needed factory ac- 
commodations. 


Removing Business to Brockton 

The Lakeview Counter Company is 
removing its business from East 
Brookfield, Mass., to Brockton. It 
will be located in this city about June 
1. The concern has leased two floors 
of a factory in the Campello district, 
where machinery is now being in- 
stalled. There is about 18,000 square 
feet of floor space and more than 20 
machines will be operated. Max E. 
Wind of Brockton is treasurer and 
Joseph Dufault, president of the cor- 
poration. 


Emerson Gets Navy Contract 

The Emerson Shoe Company of 
Rockland, Mass.. has been awarded a 
contract by the Navy Department of 
the United States to manufacture 75,- 
000 pairs of Navy shoes. Work will 
be started at once. This concern is 
now finishing an order for 40,000 pairs 
of shoes for the United States Marine 
Corps. 


New Booklets and Window Cards 


Many novelties in stock booklets 
and window display cards are being 
gotten out by Brockton shoe manu- 
facturing concerns. A striking win- 
dow card being sent to the trade by 
Churchill & Alden Company illus- 
trates the new Ralston Snug Arch 
Shoe. The treatment is original and 
brings out the strong points of the 
shoe. caine 

Big Picnic a Possibility 

Rumors were heard at the three 
stores, Halle Bros., the Stone Co., 
Chisholm & Stearns, that the shoe 
merchants are likely to have a big 
picnic this year. The travelers are 
certain to have one, and it has been 
suggested that the organizations of 
merchants and travelers join and put 
over something extraordinary. The 
suggestion also has been made that 
the function be made a northern Ohio 
affair, and that merchants throughout 
the counties in the northern half of 
the state be invited to attend. 


Exclusive Shoe Stores Show Gains 

Business in shoe retail stores is said 
to be better than in business places 
where other lines of merchandise are 
handled. In the big department 
stores, the shoe department is making 
a better record on the average than 
are the other departments. This fact 
was disclosed in a canvass of stores 
recently. It is said that the price of 
shoes has declined to a greater extent 
in this city than have prices for other 
lines of merchandise. Lower prices 
are given credit for the volume of 
business. 








Rock Cak” 


Sole Leather 





As conditions are 
slowly returning to 
normalcy, so is 
Quality coming 
again to the front. 
Quality in Shoe 
Bottoms is the de- 


mand. 


“Rock Oak,” all 
that the name im- 
plies, is founded on 
Integrity and 
backed by 40 years 
of Square Dealing. 
The Great Ameri- 
can Populace is de- 
manding the best. 


Satisfy their de- 


mands with the best 
— ‘Rock Oak” Sole 
Leather. 


The American 


Oak Leather 


Company 


Cincinnati 
Chicago Boston 


St. Louis 
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STILE 
will boost Your Men's Busine 


Ready for Immediate 
Shipment Today! 
The Regal CREST 


Stock No. Price Code Word 
4649 $6.45 “Lauder” 


This new ball-strap oxford will move instantly and 
allow a generous mark-up. It will be a fast-selling 
“leader” with all Regal Agents. 


The leather is Gallun’s Scotch grain Russia calf, at- 
tractively perforated and pinked. A substantial 14-sq. 
single sole with square toe trim and 7%” rubber heel 
stitched around, altogether make this Regal Crest Ox- 
ford a sales-builder that will bring new customers into 
your store. 


Sales Rooms 


NEW YORK CITY CHICAGO « SAN FRANCISCO 


1369 Broadway 209 South State Street Cor. Fourth and Market Sts. 
(at 37th St.) 1931 Republic Bldg. 910-912 Pacific Bldg. 


E. M. Webster J. J. Gaffin C. E. Nelson 
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A Sales- Builder 
at $5.00 





Ready for Immediate 
Shipment Today! 
The Regal NEWPORT 


Stock No. Price Code Word 
8194 $5.00 “Joan” 


















A well-made woman’s tan oxford in good taste for all out-o’-door 
occasions. 







Your women customers will ask for: 





—‘‘a comfortable shoe for walking” 

—‘‘a fibre-soled shoe for tennis” 

—‘a sporty oxford, that grass won’t stain, for golf” 

—‘“something in an all ’round sport shoe that is stylish but practical.” 







Here’s Your Answer: 


The Regal Newport of Cordo Russia Calf with fibre sole and 
rubber heel—at $5. 


Main Office, Boston,Mass. 


The Regal Booth will be 
one of the features . 
of the National Style Show 
in Boston, July-11 to 14 
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LET ME TELL YOU 


THAT OUR LINE OF 
WOMEN’S WELTS 


IS MAKING GOOD 








A WORTHY COMPANION 
TO OUR WELL KNOWN LINE 
OF MEN’S WELTS 





MADE 
IN 

B THIS 
( BIG 


a 


Pet [ cya FACTORY 














CAPACITY 6,000 PAIRS A DAY 


Lasts and _ patterns 
show smart styles and 
fine fitting qualities. 


These are two of sev- 
eral women’s welts in 
oxfords and _ straps, 
made to retail profit- 


ably at $5 to $8. 


Ask for samples and 


WwW ’ Se ° *. 
Tan Calf . — Women’s Tan Calf 
One Strap on Our 14/8 mae Write today. Oxford on Our 11/8 
Heel Last. 


HEEL LAST. 


HAVERFIILL, MASS. 


BOSTON OFFICE: 143 LINCOLN STREET 
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GOOD BUSINESS AHEAD 


“White Day” Suggested by Merchants 
to Start Season 


Warm weather here the last week, 
‘he third in May, helped the sales of 
shoes built for summer wear, and 
yrospects are said to be excellent for 
. good season. 

Here and there among the mer- 
-hants there has been a tendency to 
tart pushing sales of white shoes 
ind other models that were purchased 
‘or the warmer season, but men who 
1ave had longer experience in the 
rade are discouraging that move- 
nent. 

At the Stone Shoe Co., the manager, 
Vr. Clarke, says that he has done 
iothing to push the sale of summer 
vear, and that he does not propose to 
do so for some time. True, his store 
1as been selling a great many pairs 
f shoes of lighter weight, but this 
vas done in response to the natural 
demand. The heads of the different 
departments of this store are doing 
intensive work in the retailing of low 
models, in leather and satins, etc., and 
the white shoes are subject only to the 
normal demand at this time of the 


year, 


NEW STORES OPENED 


Healthy Condition of Business Re- 
sponsible for Expansions 


The Florsheim Shoe Co. has found 
it necessary to expand, and has 
opened a second store on Broadway 
in the Orpheum Theatre Building. 
C. D. Knoblock, manager of the new 
store, says the store is enjoying an 
exceptionally good business, and that 
he is not at all fearful because they 
opened Friday, May 13. The main 
store in the Alexandria Hotel Build- 
ing, with M. H. Riggs in charge, has 
shown a wonderful growth since mov- 
ing into that location two years ago. 
Scotch grain brogues and ball strap 
oxfords in square toe effects are sell- 
ing very well at both the Florsheim 
stores. 


Retail Merchants Buying Farther 
Ahead, Say Manufacturers 


Shoe manufacturers and wholesal- 
ers of the St. Louis market report an 
increasing tendency on the part of 
retailers in the St. Louis territory to 
place orders for deliveries a little 
farther ahead than they have been 
doing, although they are not yet on 
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Cleveland 


Value of Co-operative Effort 


Mr. Clarke suggested that a white 
day would be just the proper thing to 
start off the summer season or white 
goods sales with. The first day of 
summer comes on June 21, and he sug- 
gested that that would be a good day 
to designate as White Goods Day. 

The merchants in the shoe business 
might make of it a co-operative effort 
and the combined work of all dealers 
would make the day a notable one in 
the annals of the local retail shoe 
trade. The value of the publicity that 
would attach to such a movement is 
inestimable, and with the mind of the 
consumer riveted on white shoes by 
the united effort to place the light 
weight apparel in the limelight, the 
summer season could be started with 
a rush that would help mightily to 
improve the season’s record. 


Lighter Tans the Favorites 


The lighter shades of tan have been 
the favorites in sales of shoes in the 
last week, and the oxford has main- 
tained the lead it has held all through 
the spring. 
that were built especially for walking 
are being sold and the dealers are tak- 
ing advantage of the delightful 


Los Angeles 


That business is exceptionally good 
is shown by the fact that several new 
shoe stores have opened recently, or 


enlarged their quarters. College 
Boot Shop No. 2, on Broadway, which 
opened a couple of months ago, states 
that business is exceptionally good 
with them. 


Brown Favored for Fall 

It is predicted among shoe men 
here that brown calfskin and vici will 
be among the most favored leathers 
for early fall wear and that oxfords 
will hold a prominent place. At 
present the demand for straps has 
not abated, and it is believed this 
popular style will be one of the good 
numbers for months to come. Of 
course for the remainder of the sum- 
mer the sports effects will continue 


St. Louis 


the old time basis as to deliveries or 
quantities for fall. However, the ac- 
tivity of the trade is sufficient to sat- 
isfy the houses that the orders com- 
ing forward will keep the plants in 
full operation all through the summer 
save for the necessary shut downs for 
repairs, etc., and that the trade will 
go into the fall season in increasingly 
good condition. The factories are not 


A great many oxfords . 


weather to feature all sorts of shoes 
that are suitable for outdoor wear. 
The military heel is in great demand 
now. Black oxfords are probably the 
second best sellers. Pumps also have 
taken well, black being the color that 
has stood up well with the trade. 

Straps of the one and two-strap 
variety continue to hold the eye of 
the consumer to the greatest extent 
and dealers are looking forward to a 
continuance of this popularity through 
the fall season. 


Steady Increase in Consumer Demand 

Dealers here have noticed a distinct 
quickening of the demand for shoes 
during May. All indications point to 
a steady growth in the volume of 
business, according to some of the 
largest retail merchants. Prepara- 
tions for vacation trips have helped 
considerably to swell the volume of 
business, and the prediction is freely 
made that this will be a banner season 
for outings. More people are ex- 
pected to spend a few days or weeks 
in some quiet and secluded nook and 
at the large summer resorts than ever 
before. The railroad rates are high, 
it is true, but hundreds own automo- 
biles now who formerly used the other 
means of transportation. 


to be the most popular style of foot- 
wear. Merchants are enjoying a 
very active demand on all sports 
models, especially the colored trims. 
The broad toe last seems to predom- 
inate in both men’s and women’s. 


X-Ray Machine Decidedly Successful 


Wetherby-Kayser’s are having 
great success with their Foot-o-Scope. 
Mr. Baker, manager of the junior de- 
partment, is very enthusiastic over 
the machine and states that the pa- 
rents generally are anxious to avail 
themselves of this service for the 
protection of their children’s feet. 
Every child who is fitted is eager to 
behold his or her feet under the 
X-ray, and is learning the value of 
properly fitting footwear. 


averse to the disposition to order in 
relatively smaller quantities than in 
previous seasons and to do ordering 
more frequently as it will tend to a 
more even flow of business and more 
economical production. In general the 
production of women’s footwear in St. 
Louis plants is up to the capacity of 
the factories and likewise children’s, 
but the men’s lines are still lagging 
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A BLACK and WHITE TWO-STRAP 
MODEL THAT IS IN-STOCK AT 


$4.50 


A decidedly attractive and pop- 
ular two-strap model. Made of 
Peters’ White Reignskin, with 
black kid straps and_ black 
"rench cord around top, result- 
ing in an extremely well-bal- 
anced slipper in black and white. 


Has covered full Louis XV Heel 


and single sole imitating a turn. 





This style is in-stock in widths 
as follows: A width, 4 to 8; 
B width, 3 to 8; C width, 24 to 
8; D width, 2'4 to 8. We ad- 
vise placing your order at once 
for this novelty as all orders will 
be filled in the order they are re- 
ceived. 


THIS STYLE IS PRICED FOR ACTION 


THOMSON-CROOKER SHOE CO. 


18 STATION ST. BOSTON.20, MASS. 
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somewhat. However, factory opera- 
tion is being rearranged wherever 
necessary and in consequence none of 
the factories is actually suffering, al- 
though men’s business would be much 
preferred in some cases. 


Whites Increase in Favor 


Retail shoe selling in the local 
stores is taking on more and more the 
aspect of summer business, as the 
weather is turning rapidly into sum- 
mer without the usual gradual change 
from spring. In consequence there is 
a continuance of the disposition to 
push out the lines which are more 
definitely spring in type in order to 
make room for the summer goods. 
This is leading to some reduction 
sales, but no sharp cutting. The ag- 
gregate of business is not all that 
could be desired, but more frequently 
than not the comparisons made with 
which retailers express dissatisfac- 
tion is with peak selling instead of 
pre-war prices. In fact, in some cases 
it is admitted that business exceeds 
pre-war business in pairs and value 
and with this admission there is elim- 
inated any real justification for com- 
plaint as to the business being done. 
It is probable that in the extremely 
high priced lines there is ground for 
complaint on this score, but the vol- 
ume selling lines are in the medium 
and low priced goods. The call, so 
far as style goes, is showing no 
change in the demand. The chief 
point of note is the growing call for 
white with prospects that it will soon 
be in its proper place. 


To Finish Season with June Meeting 
The monthly dinner of the Associ- 
ated Shoe Retailers for May was quite 
well attended and the evening was 
spent chiefly in a discussion of the 
various problems of the day among 
retailers together with some consider- 
ation of the styles for fall and the 
best policy to be followed in placing 
orders for future delivery. President 
Frank Ames is holding to the view 
that practical subjects should be taken 
up at these dinners in order that they 
may be worth while to the member- 
ship and something more than a so- 
cial affair of the get together charac- 
ter. Not that the latter element 
should be overlooked, but that two 
birds can be killed most effectively 
with one stone. The June meeting 
will be the last one for the summer 
and at that session the usual com- 
mittees will be appointed for the fall 
outing of the Association in Septem- 
ber which is the one meeting in the 
year to which the ladies are invited. 


Shoe and Leather Club to Move 

The Shoe and Leather Club of St. 
Louis is confronted with the necessity 
for an early removal from its present 
quarters on Lindell Avenue, because 
the property, which is owned by the 
Scottish Rite Cathedral Association, 
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is needed for the commencement of 
the work of construction which is 
planned to begin shortly, at least so 
far as razing the present building on 
the site and the excavation of founda- 
tion is concerned. The membership is 
considering plans for a more perma- 
nent location and club-house in order 
that the organization may be put on 
a better basis for constructive work. 
The Club is in good financial condi- 
tion, with a larger membership than 
ever before and a handsome sum in its 
treasury, with no debts outstanding. 
President A. A. Tilden and other offi- 
cers are confident that when the ac- 
tual removal is made it will put the 
Club in the best position which it has 
ever had, both as to location and op- 
eration. 


New Store Room Leased 

The T. J. Reid Shoe Co., which has 
a large shoe store on Washington 
Avenue, has also leased a store room 
on the Eighth Street side of the Ar- 
cade Building at Eighth and Olive 
streets, several blocks south of the 
main store. The new store will be at- 
tractively fitted up and will make a 
specialty of handling the “ground 
gripper” and other types of footwear 
intended for the correction of foot 
troubles and the increasing of comfort 
to the wearer. All the plans for the 
stock to be carried in the new store 
have not been completed, but it will 
be somewhat original in its operation. 


Junior Club Organized 


The Junior Shoe and Leather Club 
has been organized in St. Louis as an 
adjunct to the Shoe and Leather Club, 
with a view to promoting the inter- 
ests of the younger men in the shoe 
trade and allied industries. It will 
have its headquarters with the Shoe 
and Leather Club at 3627 Lindell 
Boulevard, and will remove with that 
club when its new quarters are se- 
lected. The officers elected by the 
junior organization are: President, O. 
J. Thoelke; first vice-president, L. C. 
Hoppe; second vice-president, R. E. 
Lipps; secretary, M. S. Sauer; treas- 
urer, W. C. Dieckman. All young men 
in the shoe and allied industries are 
eligible to membership. 


Summer Outings Being Planned 

Shoe traveling men, as well as 
others, will begin to have the annual 
summer outings and the first is that 
of the Southeast Missouri Drummers’ 
Association, whose members cover the 
southeastern part of the state for 
various lines of goods. The session 
of the association, lasting three days 
was held at Charleston, Mo., May 26, 
27 and 28, with a large attendance. 
The‘ sessions were a mixture of so- 
cial, business and athletic events. 


Shoe Stocks Are Active 


Shoe stocks on the St. Louis ex- 
change have been showing renewed 


8° 


activity in recent days, in part on ac- 
count of the International-McElwain 
merger and in part on account of the 
improving conditions in the shoe busi- 
ness of St. Louis houses. Interna- 
tional common, which has not yet been 
exchanged for the new non-par value 
stock sold up last week as high as 
$190 per share, with $192 bid, bring- 
ing this stock within eight points of 
its high record of last November of 
$200. Brown shoe common sold up to 
$42.50, with preferred at $81, the 
highest since the drastic action of the 
board of directors in liquidating the 
concern to a proper post-war basis. 
Hamilton Brown sold up to $125.50 
per share, a gain of five points. The 
quotations are reflections of shoe 
trade developments of the recent past. 


Work Progressing on New Boyd- 
Welsh Plant 

The new Boyd-Welsh shoe factory 
on Cook Avenue, which has been put 
under way and is being pushed rap- 
idly, when completed will make the 
entire factory 400 feet long on Cook 
Avenue, extending back to the alley, 
a half block. It will be three stories 
high and both the old and the new 
sections will be of the same style of 
construction and architecture, with 
almost complete daylighting. It is 


hoped to have the plant addition in 
operation by August 1. 


Trade Problems Discussed at Dinner 


The monthly dinner of the St. Louis 
Shoe Manufacturers and Wholesalers’ 
Association was held Friday, May 27, 
with nearly the entire membership 
represented. The session was given 
over, after the dinner, to the discus- 
sion of trade problems arising in the 
operations of the various members 
and the exchange of experiences. Some 
matters of policy were also considered 
including representation of the asso- 
ciation and of individual members at 
conventions, etc., as well as plans for 
the fall season following the adjourn- 
ment for the summer which will be 
had with the June meeting, the last 
Friday in the month. 


Union Finishes Sessions 

The Boot and Shoe Workers’ Union, 
which has been in national convention 
in St. Louis the past week concluded 
its sessions last week, most of its 
meetings having been executive for 
the consideration of wage and other 
problems. A number of resolutions 
were adopted including one favoring 
less stringency in the laws and regu- 
lations as to beers, etc., and also favor- 
ing consideration of Ireland’s claims 
for independence, although not men- 
tioning Ireland by name, but referring 
to the Irish situation in a way to pre- 
vent misunderstanding. The election 
of officers resulted in the retention of 
the existing staff of executives headed 
by Collis Lovely, a St. Louisan, who 
makes his headquarters in Boston. 
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A STYLE and A PRICE 
THAT CAN’T BE BEAT! 


We are making and shipping thousands of pairs 
of this style every week—the value is there! 


No. 18—65—14 
IN STOCK 


at $4.00 




















No, 18-65-14—Russia Ball Strap, Lace 
Oxford, Sole Leather Heel Base, SPRING 
STEP Rubber Heel, Heavy High Grade 
Oak Innersole, High Grade Oak Outer- 
sole. Excellent durable material used 
throughout the shoe. The workmanship 
is unusually good. In Stock: D-wide. 
6-9, 6-9%, 6-10; C-wide, 6-9, 6-9%. 6 
1 Price $4.00 





At this price you are assured 
Quick Sales, Mr. Retailer 
BUY NOW 


This shoe is in a class by itself as a saleswinner. 


It has every feature that is demanded by the critical 
style seeker today—color, ball strap, abundant per- 
forations, QUALITY WORKMANSHIP THROUGH- 
OUT, and last, but by no means least, a wonderfully 
low price, value considered. ' 














Pennington-Crowell Shoe Co. 
MANCHESTER, N. H. 





genige,S7Er ng NOTE 
service, “SETTER These shoes can be bought in 
The receding breast CASE LOTS ONLY, 12 pairs to 


ee pat bales the case. We cannot break a 12 


stead of 6, the second e e 

—top quality of ma- pair case under any circum- 
terial, the third. " 

stances. Three runs of sizes— 

pa Rm Bt 6-9, 6-914, 6-10; specify which 


STEP HEELS 
you wish. 
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STYLE NO. 466 


WHITE NU BUCK VACATION SHOE 
NEOLIN SOLE—SPRING HEEL 
GOODYEAR WELT—WIDTHS A-D 


PRICE $5.00 


A. M. CREIGHTON 


LYNN, MASS. 
“Follow the Creighton Line”’ 
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J \ 
de 6 625A natinal orga tye appliance or remedy 
= pr by oo jp tt for every foot trouble 

plete relief to every foot sufferer 


OU who know the pain one Dr. Wm. M. Scholl h 2Sspent « 
little corn can give, the tor- _ lifetime in studying the haman foot. 
correctives. He has 





burning callousex, feel tbat if only 
you could have normal, comfortable 
feet you would be entirely happy. 


If only you could forget your feet! 


‘And so you can have sound, active 
feet!—easily, quickly! Relief is 
yours for the taking. 


Now is the time to find 
fdot comfort 


‘The week June 18 to 25 is Dr. 
Scholl's Foot Comfort Week. A 
week in which you may find again 
complete foot ease and comfort. may 
reach yuu highest efficiency 


In every community throughout 
the United States and Canada there 
is & shoe or department store co- 
operating in this event to bring 
foot comfort to you. 


You will find in these stores—in 
the windows and on 


2 great educational display of Dr. 
Scholl's Foot Comfort Appliances. 


) Appliance 
will correct it promptly and perma- 
nently. 


Wherever Dr. Scholl's Foot Com- 
fort Appliances are displayed this 


tirely tree. 


Don't let this week slip by. Learn 
how to keep well feet well. Find 
complete relief for your 
troubles at a shoe or department 
store in town. 


‘The Scholl Mfg. Co., Dept. 000, 
213 W. Schiller St. Chicago, I; 339 
Broadway, New York City; 112 Ade~ 
laide St., E., Toronto, Ont., Canada. 

Reaches 10 London. Pare, Havana, Melbooree, 
Sydecy, Stockbeim, Burnes Ances Cape Town, 


Dt Scholls 


Foot Comfort Week | 





























ee, oo 








June 4, 1921 


BOOT AND SHOE RECORDER 


ARE YOU READY? 


Are your plans complete for cashing in on the 
big Foot Comfort Week Advertising? Go over 
the items outlined below. Make sure that every 
detail of your campaign is going to be carried 
in so thorough a manner that it will round up 
at your store a big share of the local readers of 
the big magazine Ads. 


Window Trim 


!s your Foot Comfort Week trim in the window 
acquainting passers by with the fact that Foot 
Comfort Week will be a big week of Foot 
Service at Your Store? And also ready for the 
photo or snap shot that is going to pull down 
one of the Cash prizes for you or at least one 
of the beautiful, gold filled, “Autopoint” lead 
pencils. Remember every contestant gets either 
one or the other. There are no blanks in this 
contest. 


If you don’t know about the contest—if you 
haven’t received your trim material, sit down 
now and write us or better still wire. We'll 
rush the materials to you express prepaid and 
without charge. 


Newspaper Advertising 


No other medium of advertising will tie up 
your store so closely to the big campaign as 
your local newspapers. Have you made ar- 
rangements with them for space during Foot 
Comfort Week ? 

And have you sent us the size Newspaper plates 
you want? Remember we have worked out for 
you a large assortment of complete ads all plated 
and ready for your use. All your paper has 
to do is insert your name and address in the 
proper place provided for it. 


If you haven't sent us your requirements al- 
ready, wire giving approximate sizes wanted 
and we will hurry them to you at once, express 
prepaid. 


Booklets 


Dr. Scholl’s famous booklet, ‘The Treatment 
and Care of the Feet.” Twenty-four pages of 
information about the feet and the Dr. Scholl 
methods of relieving foot troubles. You are 
entitled to a liberal supply without charge, im- 
printed with your name and address. 


Put one on every chair in the store before and 
during Foot Comfort Week. Hand them out 
to customers. They identify your store as the 
Dr. Scholl Dealer in your town. They bring 
local readers of the powerful Full Page Ads 
shown on the opposite page into your store. 


Package Inserts 
Especially gotten up to slip in with packages, 
to put in with bills or statements. Have them 
distributed in the immediate neighborhood of 
the store. An additional link in the chain that 
ties your store to the big magazine ads. 


Movie Slides 


Have you received your Foot Comfort Week 
Movie Slides? And have you made arrange- 
ments with the Movie Man to have them flashed 
on the screen between pictures during the big 
week? These brand new Foot Comfort Week 
slides imprinted with your name and address 
and sent to you express prepaid are yours for 
the asking. 


Write now! Don’t wait! The nearest office will serve you. 


THE SCHOLL MFG. CO. 


World’s Largest Makers of 
Foot Comfort Appliances 


213 W. Schiller St. 
Chicago, Il. 


"339 Broadway 
New York, N. Y. 


112 Adelaide St., E. 
Toronto, Canada 
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Do You Know— 


That throughout the summer more than 
ats fifty million advertisements in the most 
Hs . | important magazines are featuring this fact: 
7 “ 

pe ee “Not all canvas rubber-soled footwear are 
Keds. Keds are made only by the United 
States Rubber Company. Look for the 


Always specify ” 
SPRING-STEP name Keds on the shoe. 

f i 
when ordering You should have a sufficient number of 
leather shoes- styles and sizes of Keds to meet this great 


THEY WEAR LONGER new demand. 








United States Rubber Company 
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Rubbes Veatioat 
The Market Situation - Prices and 
Style Information - Trade Notes 
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Shortage in Light Rubbers 


An Acute Situation Predicted. Small Orders 
from Retail Shoe Merchants 


That this coming winter will prob- 
ably witness a shortage of light rub- 
ber footwear in this country, is the 
opinion of those who are in close 
touch with the situation in the rubber 
fcotwear industry. 

The average retail merchant is not 
placing future orders, but is relying 
upon the jobber to carry sufficient 
stock to permit him to do business on 
a hand-to-mouth basis. The average 
jobber is not inclined to carry more 
than a minimum stock this year, and 
therefore the orders he has placed 
with the manufacturer are smaller 
than heretofore. One big jobber who, 
at this time previously, had booked 
orders for about 25,000 cases for fu- 
ture delivery, has received orders for 
only about 5,000 cases, or 20 per cent 
of his usual orders. To a less degree 
this is probably true of the great ma- 
jority of jobbers. 

The average manufacturer does not 
feel inclined to carry the burden of 
all the stock necessary to overcome 
this strong buying aversion of both 
jobber and retail merchant, and the 
result is he will not go ahead with 
maximum production even though it 
is apparent that the situation will 
create a shortage. 


Similarity in Canvas Conditions 


The same condition existed in can- 
vas footwear during the normal season 
for accumulating stocks. For months 
manufacturers warned retail mer- 
chants and distributers that lack of 
future orders indicated a shortage of 
the most popular numbers of canvas 
footwear. 

At this time, even though the 
weather has been unfavorable toward 
larger sales, most manufacturers now 
have orders for all the canvas foot- 
wear that can possibly be manufac- 
tured for the balance of the season. 
With the advent of real warm weather 
generally there will be scarcely a re- 
tail merchant whose shelves will not 
be swept clean of the desirable num- 
bers in canvas shoes. 


Nine Months to Manufacture 


The condition in rubber footwear is 
much more acute. Normally it takes 
about nine months to manufacture the 
rubber footwear used in three months. 
Even though every retail merchant 
were to place orders now for normal 
requirements, it would not be possible 


A man’s over and storm rubber. Heavy 

black uppers, gray foxing, semi-rolled 

edges, soles and heels and net or fleece 
lined—self acting. 


to manufacture sufficient quantity to 
meet the demand should there be a 
winter of customary severity. 

The abnormally mild winter of last 
year has left retail merchants with 
some stocks of rubber footwear. Tight 
money has operated to keep down 
merchants’ orders to practically a siz- 
ing business. There are few retail 
merchants in the country to-day 
whose stocks of light rubbers would 
not be entirely depleted of popular 
styles and sizes by one good storm in 
December. 


Hardly Another Mild Winter 


If it were possible to foretell what 
the weather would be this coming win- 
ter, there would be less uncertainty 
about business prospects. An exam- 
ination of weather bureau statistics 


A man’s shell of light weight, self acting 
clog. Net lined, plain edge sole. Kick- 
off heel. 


uh, Sees 9 serene penne 
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shows that it is extremely rare t 
have two consecutive mild winters 
So that the reasonable prospects art 
for at least a normal winter in 1921 
1922. 

An unusually severe winter such ai 
that of 1919-1920 is not to be ex 
pected. Its occurrence would be littk 
short of calamitous, in view of iti 
probable effect upon the genera 
health of the nation with the impend 
ing certain shortage of protectiv: 
footwear. 


Rush Demand Anticipated 


Even with normal winter condition; 
the early demand for rubbers is likel: 
to be unusually strong. Hundreds o 
thousands of people went through th: 
past winter with rubbers bought lat: 
in 1919 or early in 1920. These rub 
bers will be worn out so that the firs 
severe storm of the coming winter wil 
cause an unprecedented rush on th 
retailers. 

Not until the retail merchants begi: 
writing and wiring to the jobbers fo 
fill-ins, however, will the full exten 
and severity of this shortage b 
known. 

The manufacturers, on general prin 
ciples, will make few goods in exces 
of actual orders. 


Merchants with Foresight Reap Har 
vest 


In every large community there wil 
be some merchants with sufficien 
foresight to order normal quantities 
These merchants will reap a harvest 
not only in immediate sales of rubber: 
but in increased sales of leather shoe; 
because of their ability to supply rub 
ber footwear. 

Unlike canvas footwear, rubber foot 
wear is a necessity. Out of stock o1 
canvas, the merchant can frequently 
make a sale of leather footwear. Ou 
of stock of rubber footwear will mear 
that both retail merchants and cus 
tomers are “out of luck”—provided al 
ways that the winter produces rea 
winter weather. 


Rubber Heel Finishing Improvemen’ 


A new method of finishing heel 
with rubber top lifts has been devel. 
oped in the factory of Marston & Tap. 
ley, shoe manufacturers, Danvers 
Mass. It provides for the quick, accu- 
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Tan Calf Tongue Pump 
86 Last, Wood Covered 
Heel, Light Flexible Welt. 


Four Weeks Delivery 


There is only one Val Duttenhofer Sons 
Company, and we are the makers of one 
of the finest and most flexible welt lines 
of women’s shoes in America. 

Our product is endorsed by the most 
prominent retailers of the trade. 

We are also prepared to meet your de- 
mands for turns and McKays. 


The Val Duttenhofer Sons Company 
CINCINNATI, O. 
ESTABLISHED 1888 


June 4, 1921 
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rate and uniform shaving of the bases 
of rubber heels, and it enables an op- 
erator to shave as many rubber heels 
as leather heels in a day. 


Rubber Market Weak 


With no factory demand and specu- 
lative sentiment depressed by over- 
stocked world markets and the un- 
promising outlook for a revival of ac- 
tivity in consuming branches of trade, 
the market for plantation rubber has 
had a weak tone, prices showing a fur- 
ther decline on a very limited amount 
of trading. Closing quotations on 
ribbed smoked sheets were 15c. for 
spot and May-June arrival, 16c. for 
July-September, 16%c. for July-De- 
cember, 17c. for October-December 
and 18c. for January-March. Spot 
first latex pale crepe was offered at 
17%c. The London market was re- 
ported unchanged, but sterling ex- 
change was lower. There was no 
change in the position of Paras, the 
market being dull and prices more or 
less nominal. 


Rubber Quotations 


Para—Up-river, fine......... 
Up-river, coarse 
Island, fine 
Island, coarse 
Caucho, ball, upper 
Caucho, ball, lower 


crepe 
Brown crepe, thin, clean... 
do do, rolled 
Smoked ribbed sheets 
Centrals—Corinto 
Esmeralda 
Mexican scrap 
Guayule, 
I MUI sos o:ssa-ne.00.0:4:00 
Balata, block. Trinidad.... 
Balata, block, Colombian.. 
Balata, Panama 
Balata, sheet 


Scrap Rubber 


Nothing new is presented in this 
market with respect to demand or 
price changes. 

‘Boots and shces 
Arctics, trimmed 
Arctics, untrimmed 
‘Tires—A:1tomobile ... 
Bicycles, pneumatic 
Hose, steam, fire.... 
Inner tubes, No. 1 
Inner tubes, No. 2 


Fifty Per Cent Restriction Refused 


London mail advices state that after 
a long period of suspense the British 
Colonial Office has definitely refused 
to sanction the proposed legislation 
for a compulsory 50 per cent restric- 
tion of rubber output, the reasons for 
the refusal being that such a policy 
would involve considerable financial 
liability, which the Ministry cannot 
afford, and also undue interference 
‘with economic conditions. Comment- 
ing upon this turning down of the re- 
striction scheme, a writer in the Lon- 
don Financial News says: 

As the 25 per cent restriction 
scheme of the R. G. A., adopted by a 
large percentage of the growers as 
from the beginning of November last, 
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is wholly inadequate to meet the re- 
quirements of the situation, the in- 
dustry is left to continue its struggle 
for existence until such time as con- 
sumption overtakes production and 
makes a visible impression upon 
stocks, with a resulting improvement 
in price to a profit-earning point. In 
the meantime many estimates for the 
current season indicate that crops are 
now being restricted voluntarily well 
beyond the 25 per cent limit. I under- 
stand also that important Dutch in- 
terests controlling extensive areas in 
Sumatra and Java have already de- 
cided to restrict on a basis of 30 to 
40 per cent. Possibly it is not yet 
too late for the R. G. A. to approach 
those who have supported the 25 per 
cent scheme to consent to a more 
stringent limitation under similar or- 
ganization. 


THE RECORD-HOLDER IN 
SERVICE 


Veteran Shoeman C. H. Hawkes of 
Elmira, N. Y., Still Active at 82 


C. H. Hawkes is one of the oldest, 
and perhaps the oldest active shoe- 
man in the United States, his con- 
nection with the business having been 
made in February, 1866, and has con- 
tinued uninterruptedly until this date. 

Mr. Hawkes had his first experi- 
ence in business with the late Jackson 
Richardson of Elmira, New York, one 
of the old-time boot manufacturers. 
He commenced at the foot of the 
ladder and after a number of years 
became partner. On the death of 
Mr. Richardson, he severed his con- 
nection with that house, but acted as 
salesman for other firms in the trade. 


Specialty Jobbing 


In 1908, thirteen years ago, Mr. 
Hawkes again entered the wholesale 


Cc. H. HAWKES 
Veteran Himira Shoeman 


95 


shoe business furnishing capital and 
taking the entire product of a fac- 
tory that had come to a standstill for 
the want of operating funds. This 
continued for ten years. Meantime 
such progress had been made as to 
warrant a further venture of added 
factory lines, the business finally de- 
veloping into specialty jobbing pro- 
portions. In 1920, his son, D. C. 
Hawkes, who for some years had 
greatly assisted in the management 
of the business, was taken into the 
partnership under the title of C. H. 
Hawkes & Son. 


Keen on Business To-day 


Mr. Hawkes, senior, is a man of 
more than usual vigor and action. 
Although in his eighty-second year, 
he has the spirit and energy of a much 
younger man, illustrating courage 
and optimism in affairs at an age 
when most men lose interest in busi- 
ness and seek a less strenuous life. 


Served Under Custer 


Mr. Hawkes is a veteran of the 
Civil War, having been an officer in 
the Michigan Cavalry Brigade under 
the famous General Custer. He is of 
Scotch-English extraction, his an- 
cestors having come to America in 
1630 with Winthrop, first governor of 
the Massachusetts colony. A cheerful 
demeanor and liberality of mind has 
won for him an enviable reputation 
with the trade and a broad business 
acquaintance. In the pursuit of busi- 
ness and sometimes of pleasure, Mr. 
Hawkes has been an_ extensive 
traveler, having crossed the continent 
thirty-four times. 


Makes Infants’ Soft Soles 


C. H. Hawkes and Son are the only 
existing wholesale shoe house in El- 
mira, New York, out of a number of 
concerns mostly boot manufacturers, 
who ceased to produce when men’s 
shoes came into use. They do busi- 
ness over a wide extent of country. 
Their policy has been to strike an 
average of conditions, thus having 
always some productive territory when 
conditions generally may not be 
favorable. One of their specialties is 
a line of infants’ soft soled shoes on 
which they have acquired nation-wide 
popularity and on which they have 
built up a big trade. 


SHOE STORE LECTURE 


Newark Establishment Has Moving 
Picture Exhibit to Illustrate Talk 


NEWARK, N. J.—McLear’s new 
shoe store at Clinton Avenue and 
Bergen Street, received some real 
publicity on Tuesday evening, May 
17, when the public that could crowd 
into the store spent two hours seeing 
3000 feet of moving picture film, 
“Better Shoes, Better Health,” and 
listened to a lecture on feet and 
their relation to shoes. 











BOOT AND SHOE RECORDER June 4, 1921 


So 
na 


ee 


tiindiiadimmed coe. ea 


X43 DH at SH CE EHH CCE HE. +o o 


~ 


a ata 
sat. 


Rs PRE PT 


With “Scotch Grain” effects so admittedly 
popular, you naturally expect us to have a par- 
ticularly excellent ‘Scotch Grain” to offer you 


Right—of course—our 


SCOTCH GRAIN CALF 


Black and Colors 
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Strictly full grain—distinguishing in surface pat- 
tern—reliable in service, as Lawrence standards 
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we 
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require. 





‘Lawrence Leathers Are Reliable Leathers” 
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A: C. Lawrence LeatherCompany 


161 South Street ,Boston .Mass. 


NEW YORK - CHICAGO - ROCHESTER 
PHILADELPHIA 
CINCINNATI 
ST. LOUIS - MILWAUKEE 
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Leather Trading Spotty 


Varies with Location or Firm—Good Business Continues on 
High Grade Light Upper Leathers—Values Are 
Firm and Virtually Without Change 


There are conflicting stories regard- 
ing the state of the leather business. 
One can find pleasing statements of 
good business and good prospects and 
will also hear in the market other re- 
ports which indicate a dull state of 
trade. It really depends upon the in- 
dividual or firm seen. 

Looking at the leather business from 
a broad viewpoint we find that the 
trade is spotty. It is naturally better 
in shoe centers where the shoe business 
is experiencing the most activity. 
There seems to be a little lull in the 
rush for women’s novelty footwear, 
so that the shoe factories on the 
North Shore (of Massachusetts) are 
probably not operating quite as fully 
as a few weeks ago; a large shoe 
manufacturer said about 65 per cent 
of capacity. On the whole, however, 
the spring business showed a _ per- 
ceptible improvement in the light up- 
per leather business, and in some 
grades of kid and calf the demand was 
virtually all that could be filled. The 
losses are not what they were a year 
ago. If they were there would be 
but little leather business left. On 
the other hand, there is sufficient im- 
provement and steady business to 
warrant the statement that the tan- 
ning industry is returning steadily 
and surely to a normal and healthy 
basis. The liquidation period is over 
and the trend is upward. 


Calf Leather 


The demand is showing a healthy in- 
crease, particularly for the new tan 
shades, which are coming into the 
market, of smooth calf leather. Some 
of the handsomest leathers are being 
shown that the trade has ever seen. 
The most popular shade is a lightish 
tint of brown, but it is difficult to de- 
scribe it by calling it any color with- 
out perhaps being misleading. It is a 
leather which really ought to be seen 
to appreciate its rich shade. The best 
grades of this leather bring 55c. per 


are the best features of the upper 
leather market. 
Side Leathers 

Side leather is not moving as well 
excepting that there is a little gain 
all the time among the makers of 
heavy goods, but no change of a rad- 
ical nature for the better. The prices 
have shrunken to such a degree that 
tanners claim they cannot get a fair 
profit on side leather to-day with tan- 
nage costs considered at the prices of- 
fered. These range all the way from 
23c. and 25c. to 35c. per foot according 
to tannage, quality and selection. 

Glazed Kid 

Glazed kid is in much the same con- 
dition as of late with a slight improve- 
ment in the call for blacks. The best 

(Continued on page 109) 


foot or 45c., 50c. and 55c. for the three 
grades. There are tanners, however, 
showing a high grade of. similar tan- 
nage costs considered at the prices of- 
The price, however, has not been an 
obstacle to the sale of this calf leather 
as much as the ability to get it 
through the tanneries in time to meet 
the demand. The business in other 
lines of calf is moving along fairly 
well, in fact, the calf and kid leathers 








COMPARATIVE LEATHER AND HIDE PRICES 
Upper Leather (price per foot) 
Pre-War Peak To-day 
$0.32 a $0.35 $1.40a$1.50 $0.60 a $0.70 
30 1.40a 1.50 45 55 





Calf, suede, top grade 
Calf, smooth colored, top grade .28a 
Calf, smooth black, top grade. .26a 1.30a 1.40 
Side leather, colors, top grade. .18a -75a 1.00 
Side leather, black, top grade. . P 65a .90 
White buck, top grade F ; 90a 1.00 
Elk, heavy side J J 65a  .70 
Kid, colors, best, fancy P d 1.40 a 
Kid, colors, top grade ‘ 4 1.35 a 
Kid, black, top grade ‘ : 1.35a 
Kid, medium, colors ‘ ‘ 70a 
Kid, medium, black : ; 60a 
Kid, cheap d ‘ 20a 
Shrome patent sides , A 85a 


Sole Leather (price per pound) 
Hemlock No. 1 d 33 56a 
Union ee 36 Mee. as. 
No. 1 oak backs 39 92a  .95 
No. 1 oak bends, shoe mfrs.’ use 46 & AD 98a 1.05 
No. 1 oak bends, finders’ use.. ...a .48 1.15a 1.25 


Raw Hides and Skins (price per pound) 


(1913 Av.) 

Native steers, as used in sole 

leather, harness, etc. ww 264% 626. 36 
Heavy Texas steers, for sole 

leather iat 18 re 
Light native cows, for side up- 

per leather ok EE wrt 
Branded cows, for light sole 

leather - Atm 6008 
No. 1 buffs, for heavy upper 

and side leather ee 15 
No. 1 Chicago City calfskins, 

for fine calf leather 
Kips, for upper leather 
B. A. hides, for hemlock sole 

leather 
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The Shoes You Need erry ¥ Are the Shoes We Have 


A STYLE 
YOUR TRADE DEMANDS 




















“In Stock Now” 


Our List of No. B865—Women’s Fine Quality Brown Your Order 











“In Stock Now” 
feedditie Calfskin, One-Strap, Two-Buttons, Perfo- Filled and 


Just off the Press| rated Wing Tip, Flexible McKay Sole, 13- Shipped Same 
Did You Get 8 Military Heel. B-C-D Widths—$3.75. Day Received 


Your Copy? —- 


NOVELTY SHOE CO. 


“TRUE TO ITS NAME” 





























CHICAGO, ILL. 





32 So. WELLS ST., 
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M ENIHA 
| ROCHESTER 


A Last Especially 
Designed for 
Nurses and Rec- 
ommended by W. 
¥..¢.. &. 


i 
Hu 


| 


White Ivory Sole and Heel 


No. B118 No. B574 


White E ti Black Glace Kid 
a aaa Price $6.25 


} White Egyptian 
: - 168 Wood Covered Full Louis 
Price $4.75 Heel Cloth — Price $4.75 
Goodyear Welt 1% Heel AA 4% to 8 Goodyear Welt 
we 1% Ivory Heel with White 


A to 8 
= : = 3 B 3s to 8 Rubber Top and Ivory Sole 


4 

1 C 3 to 8 AA 4 to 8 
, es D 3. to 8 A 4 to 8 
B 3% to 8 





to 8 


SUMMER STYLES IN STOCK 


No. B173 No. B317 
Lighter Shade Brown . New Lighter Shade No. B327 
Kid Tan Calf New Lighter Shade 
Goodyear Welt ™% Heel Same in Brown Kid $5.25 Price $5.00 
AA 4% to 8 4-Iron Square Edge. 1% Heel Relay Welt 1% Heel 
A-4 #8 A 4 to8 Sizes 
3% to 8 B 3% to 8 A 4 to8 


3 to 8 G43 «as B 3% to 8 
a C3 8 


Terms Net 30 Days 


The MENIHAN Company 


Rochester, N. Y. 


| MADE FOR FOOTWEAR NOT SHELFWEAR| 


B 
c 
D 
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CII I WO CH OY WIC WWW 
For Better Baby Shoe Service 





Pat. Roman Sandals. Kid Pat. Instep Strap Pump. 
Leather Faced. Solid Sizes 4-8 $1.50 
Leather Thruout. Same in Havana Brown 
Sizes 4-8 $1.85 Kid. 

Sizes 8%-11 ...... 2.50 Sizes 4-8 


Both Styles Leather Sock Lined 


IN STOCK 


; Foot Culture 


Children’s Fine Turns 
SHOES OF BEAUTY, COMFORT and SERVICE 


% 
3 
3B 
3B 
B 
3 
3 
B 
B 
3B 
3 
3 
3 
B 
B 
3 
= 


That Meet the Urgent Demand for 
Baby Shoes at Moderate Prices 


Write or wire us your order. 


3 

5 

3 H. MALKIN’S SONS 
3 

eS 





AAG R AD DAA ARE 


120 West Broadway, New York, N. Y. 


SEARGALAGAR GAGA LR GAGA LAGAN ANE ALN 
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wegian Veal. 

Brass Eyelets. 

of Stitching. 

yg ay” Lining. Widths AA, 
B, C, D. Sizes 5-12. 


LAST” ~ 
Rubber Heels 


Three weeks delivery. 


A REAL SHOE 


INSPECTION will convince YOU 
The cardinal points are 
Style—Quality—Workmanship 
You can depend on every “certified” 
shoe you buy to render 


COMPLETE SATISFACTION 
3 Weeks Delivery. 


STONEFIELD-EVANS SHOE CO. 


ROCKFORD, ILL. 








__7>?Z7- Som ononGS_ 
HOTEL ee 
Nea OPPOSITE SOUTH STATION G55 EX ABSOLUTELY FIREPROOF 


Time now to be thinking about rooms on 
your trip to Boston in July. Early reserva- 
tions will get one very important detail off 
your mind. The “Essex” is headquarters 














BOSTON, MASS. 


400 rooms, 300 baths, $2.00 a day and up. 


for shoes and leather men. Been so for 
years. A thousand different firms, shoe 
manufacturers, jobbers and leather hotises, 
are just around the corner. 


THE ESSEX HOTEL COMPANY 




















Loose Leaf Forms 
For Boot and Shoe Manufacturers 
For 31 years we have been devising short cuts in 
business record keeping. Our new Plant eliminates 
the high cost of Big City Manufacturing. 


25 to 33 Percent Saving 


Duplicate and Triplicate Bills of Lading. Produc- 
tion Forms, Engineering Reports. General Forms, 
Loose Leaf Binders, Salesmen’s Order Books. 


Send us a_set of your present forms with your annual needs 
of each. Our Service Department may be able to save you 
time and money. 


Philip Hano & Co., Suite 252 499 You chy 


Factory: Holyoke, Mass. Oldest firm in the Business 





Retails, $2, $3.50 

















~ BURKLEY 


VENTILATED FOOT 
DEVELOPER 


Endorsed by eminent medical au- 
thorities. Allows full, free develop- 
ment of the growing foot. Parents 
buy it without hesi 
VENTILATIONS tation because it 
PATENTED meets their needs at 
a moderate rice. 
Long wear and Cor- 

rect fit assured. 


BURKLEY 
SHOE CO. 


1156 No, Main St. 
Brockton, Mass. 
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This Million Dollar Sale of Hospital Supplies and 
Equipment Offers One Good Buy for the Shoe Trade 





MEDICAL 


and Hospital 


129,305 Pairs 





Informal Bid Sale 


List No. 10 
Closing 10 A. M. 
(Eastern Standard 
Time) June 21, 1921 











Conditions of Sale 


All goods will be sold ‘“‘as is,” 
“where is” and under no cir- 
cumstances will a refund or ad- 
justment be made on account of 
supplies not coming up to the 
standard of expectation. 


Bids must specify the item num- 
ber, name of commodity, unit 
bid, quantity desired, and total 
bid for each commodity on which 
offer is made. No special form 
of bid is necessary. Bids may be 
made by letter or telegram. 


A deposit of 10% in certified 
check or money order must ac- 
company all proposals. 


Checks are to be made payable 
to SURGEON GENERAL, UNIT- 
ED STATES ARMY. All prop- 
erty must be removed within 30 
days of notification of award and 
must be paid for in full before 


removal. 


All awards are made subject to 
prior sale. The Government re- 
serves the right to reject any or 
all bids, or any part thereof. 





Slippers 


Canvas, Felt and Leather 


Canvas with Rubber Soles 
SPD. No. E-1489—8,600 prs. Mfr., U. S. Rub- 
ber Co. Located at Phila., Pa. ; 
SPD. No. None.—49,000 prs. Mfr. unknown. 
Located Phila., Pa. 


Felt with Rubber Soles 
SPD. No. None—171 prs. Mfr. unknown.  Lo- 
cated at Phila., Pa. 


All Leather 
SPD. No. None—81 prs. Mfr. unknown. Lo- 
cated at Phila., Pa. 
SPD. No. E-1498—179 prs. Mfr., U. S. Rubber 
Co. Located at Phila., Pa. 
SPD. None—4 prs. Mfr. unknown. Located 
at Chicago, III. 


Hospital 
SPD. No. 1040—71,600 prs. Mfr., Hard Rub- 
ber Co. Located at Camp Dix. 


Surplus Property Section 
Office of Surgeon General 





Room 1060, Munitions Bldg., Washington, D. C. 





-SUBMIT YOUR BID BY MAIL OR WIRE— 
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White Linen Welt 
OXFORD 


IN STOCK 





No. B-458 — White Linen Oxford, 14/8 
White Ivory Heel, White Ivory Sole, Good- 
year Welt, 222 Last 


Trade papers predict that the coming 
months will herald the greatest white sea- 
son that has ever been enjoyed by the shoe 
industry. 





Will You Be Ready? 


Our In Stock Catalog Sent On Request 








Terms: Net Thirty Days 





Cc. P. FORD & CO., “ Rochester, New York 


New York Office, 127 Duane St., E. H. Talbot, Jack Galway 















































IN STOCK 


SPECIAL OFFER 


Extra heavy Pag ff ; eR turn soles 





TURN COMFORT SHOES 


MADE OF 


GENUINE BLACK GLAZED KID Good Cabretta 


McKay 
—IN-STOCK— 


No. 5—Black Kid, One Strap, 
C and D, 2%-9, Rubber Heel. 
$2.35 


No. 202—Same as Above in 


Cheaper Grade .......82.15 05D 
NET 


CASE LOTS ONLY—3-8 





A REAL SHOE AT A REAL PRICE 


No. 15 


No. S8—Black Kid Plain No. 15—Black = Two 
Toe Oxford, Rubber Heel, Strap, B, C, D, -9. 


B, C and D, 2%-9.$2.90 Rubber Heel e ry 
No. 12—Same as Above No. 203—Same as Above er O 
in Cheaper Grade. .$2.60 in Cheaper Grade..$2.25 e 


Two week delivery on Style 202-203-12. 


THAN, MORPHY & CO., Inc. 
ee MANUFACTURERS "MAne 129 DUANE STREET NEW YORK 
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The 


Arch Preserver Styles Conform to Demands Sh 
Made by Gentlemen of Taste. aos 
With 


A revolutionary idea in last modeling 
and shoe construction with the essen- An Anchored 
tial features of scientific bridge build- 
ing carried into the making of Arch Pre- 
server Shoes. No one feature is re- 
sponsible for the marvelous popularity 
of this stylish shoe. It is the combina- 
tion of many features interlocking and 
working together like a marvelous piece 
of machinery, all for the purpose of 
making men comfortable while on their 
feet, thus adding to their capacity for 
both work and pleasure. 


Several numbers carried in stock ready ‘We wil be thee 
to ship at once and we are ready for 

orders to be made up in both Men’s and 

Boys’ styles. 


Keeps 
Good Feet 
Good 





Carried in Stock 
and 
Made to Order. 














Buyers’ Easy Reference Directory 





TANNERS CUT SOLE CO. 


Oak and Union Cut Soles of 


Uniform Quality, 
to Standards by 


Sorted 


Cut and 
Ex. 


perts. Enlarged Capacity and 
Variety of Grades enable us to 
supply all demands. 


Large Capacity—Prompt Service 


MANUFACTURING PLANT: 


90 Wareham Street 
MASS. 


BOSTON, 


DISTRIBUTION OFFICES: 


321 Summer Street 
BOSTON, MASS. 


NEW YORK, CHICAGO, CINCINNATI, MILWAUKEE, ST. LOUIS 











gil TRACY CREAN og 


ALIFETIME OF 
SHOEMAKING 
EXPERIENCE 

Pad fy 


HARNEY, TRACY, CREHAN CO. 
FACTORY * S89 ESSEX ST., LYNN, MASS. 
BOSTON OFFICE: 10 HIGH STREET. 





A WANNALANCIT MOCCASIN 


Attractive, long-wearing slipper for home comfort. Made 
of buck, deer or elk. izes for men, women, children and 
infants. Plain or Fancy. 

Prompt shipment of large orders as well as small. Con- 
tinuous service. Factory running to capacity. Interesting 
catalogs and price list sent at your request. 


J. S. TURNER MANUFACTURING CO. 
133 Middle Street Lowell, Mass., U. S. A. 











Allows the feet to spread. A 

sturdy little shoe for play and 

all around wear at home or 

in the country. Korry 

Krome Flexible Sole. Made 

in Smoked, Tan and Dark 

Brown. Infants’ and 
growing girls’ sizes. 


Retails for 
$2.50 to $3.00 


Send for samples 


COLLYER MOCCASIN CO. 


245 Burrill Street - - Swampscott, Mass. 


Kistler, Lesh & Co. 


SOLE LEATHER 
AND 


BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke Muskegon 
332 Summer St. Boston, Mass. 
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IN STOCK! 


Patent Leather, Gun Metal, 
and Tan Calf, 

BB... se $1.30 
White 

ee $1.35 
White 


Sturdy little shoes of real merit. Made with choice 
leather quarter linings and counter. Equipped with 
tough yet flexible 8 iron sole. Other styles in stock 
2-11. Your trial order opens the way to new business. 
Send for stock list. 


JAQUES & CLEMENT 


Haverhill, Mass. Boston Office, 215 Essex St. 


PROCUCERGHCORERRURESSCURESESRESAEEORCEEEROCERRRSSOURROERS 








PUI) 








JPERGKECRCRAASERGRERERUACCHGHLTCRRORERGRREROCRCRORERCRSERERSRSERRRORRRRR CER ERRRERRESHR REE EET 








FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 


755 Boylston Street Boston, Mass. 
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JOHNSON BROS. FALL STYLES 


OXFORDS, STRAPS and BOOTS 


NEWEST SE PP, LATEST 
LASTS Ye | dl: PATTERNS 


No. 719 ' iy «Sa No. 718 


7 


A ball strap oxford on our A ball strap oxford with 
new 118 last. Made in black %. low heel and heavy sole. 

ar i Made in Russia calf and 
side. 


and tan calf or side. 





[IETINETITIEE EET 


= 


Urs 


“i 

4, 

Q M1, y 
iW 


No. 614 No. 684 
An 8, 9 or 10 inch boot on A 9-in. Russia calf boot 
our new 118 last. Made in with ball strap and medium 
kid, calf or side leather. heel. 


No. 722 
A two strap model. Made 
with either a wing tip or 
ball strap in any leather. 


JOHNSON BROS. SHOE MEG. CO. 


HALLOWELL, MAINE 
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Made in Brooklyn 


THE PEACOCK 


In Stock June 15th 








Made of finely 
woven White St. 
Regis Canvas 
trimmed in Patent 
Leather on Imt. 
Tip —Collar and 
Strap, White 
Welt, 11/8 Mili- 
tary Ivory Heel, 
Oak Sole, with 
white edge. 








Widths 


AA ..4 to8 

A ..4 to8 
B..3 to8 

i .2Yy4t0o 7 
D 24 to7 

No less than 9 
Pairs to a width. 














119 Fourth Ave. 





Our samples will be on exhibition at THE STYLE SHOW, July 5-6-7-8 
THE VOGEL-MILLER SHOE CO. 


Brooklyn, N. Y. 





©OOOD OOO OOO OOOO OOOOH OOOO OOOOO OOD OOO 





POD ODY OOOO OOOO OHO HOO OOOOH 9O9OO9OO9OH $90 


OOD OO OSV OSO OOOO GOOG OOO OOOO OOOO OOH OOO OO OOOO 9OOOOD OOO 





for 


OBS) 


see or write 


ELIOT SHOE CO. 


214 LINCOLN ST. 
BOSTON, MASS. 











IN STOCK 


Orders Shipped Same Day 
Received 


Cab Boudoirs— 


Tan 1. 
/ Heel. Quilted Sock. 


Kid Ballets— 


Childs’ 8%-11 ........ 
Misses’ 1144-2 
Girl’s 2%-7 


Terms 2% 10 days. Net 30. 


THE BAY STATE SLIPPER CO. 


HAVERHILL, MASS. 

















32767-10—Palm Plant, natural pre- 
pared, everlasting. 


Inches Palm With bt we 
High Leaves Pot 
+ ". 2 = 60 
5 -75 
7 3:50 2.00 
32767- 10 % 10 3.00 2.50 


My ILLUSTRATED CATALOGUB 
No. 32, containing Decorative Flow- 
ers, Plants, Vines, Garlands, Hang- 
ing Baskets, etc., will be mailed 
FRED FOR THE ASKING. 


FRANK NETSCHERT 
No. 61 Barclay St. New York, N. Y. 
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BRONZE BROWN SATINS 


A BEAUTIFUL SHADE 
$3.75 IN STOCK $3.75 


and ready to ship and ready to ship 


VVyeY? 











B 120 
Black Satin Anklette, Half LXV 
Heel. B, C and D, 2% to 8. Bronze Brown Satin, One Strap, Baby 


B 340 
Bronze Brown Satin One Strap, Half LXV Heel. A, B, C, and D 
LXV Heel. A, B, C and D, 2% ve.e to 8. leis 


to 8. 
$3.75 B 360 $3.75 


Silver Gray Satin, One Strap, Half LXV 
Heel. A, B, © and D, 2% to 8. 
$3.75 


HANNAHSONS SHOE COMPANY 


35 WINGATE ST., HAVERHILL, MASS. 
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To the Merchant Who 
Can Buy in Case Lots 
of One Width 


Groping in the Dark 


Time was when the purchase of advertising 
space was a “blind groping in the dark.’’ Ad- 
vertisers had no means of checking a pub- 
lisher’s statement of circulation and often these 


figures were unreliable. 


In six years the Audit Bureau of Circulations 
has solved this perplexing problem. By a sys- 


tematic analysis of distribution and methods lt tehthor, i ctven 
this organization is able to supply just the data asked, aie te 
an advertiser needs. The darkness is dis- = 
pelled and the bright light of verified facts 


takes its place. Space buyers no longer find 


Here is a shoe that you can retail at 
$7.00 at a good profit. A limited 
amount now ready for delivery. B and 
C widths. Full Louis celluloid covered 
heel. 


it necessary to grope in the dark. 





Order Early! 


Harrison-Lockwood Co. 


Haverhill, Mass. 
Boston office, 141 Lincoln St. 


DDDOOHOHHOHOHHOOOHOOHOOOHOHOOOH 


There are no dark spots in the Boot and 
Shoe Recorder circulation. Our records are 
audited by the Audit Bureau of Circulations. 
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The Old Burt & Packard Line of “‘Korrect Shape”’ Shoes Made by Field & Flint Co. 





Another New 






Korrect Shape 


Reg. U. 8S. Pat. Off. 


Style 






No. 16395 





You Can Get 
MADE and Shipped in Two Weeks 


Scotch Grain Ball Strap Brogue Oxford with bound top, extreme 
full Scotch Edge, stitched extension heel, Walpole Welt, soft toe, 
brass eyelets. Can also be had in Black Waxed Calf, Black Vik- 


ing or any shade of Tan Calf. 







A real live number—just one of scores of new styles originated this season 
in “Korrect Shape” shoes. We can make this oxford or any shoe you want 
according to your own specifications, with your own markings, and ship them to 
you in Two Weeks on our Emergency Quick Delivery Service Plan. Write or 
wire us at once, letting us know what you need. 


FIELD & FLINT Co. 


SUCCESSORS TO BURT & PACKARD COMPANY 
MAKERS OF “KORRECT SHAPE” SHOES 


MONTELLO STA., BROCKTON, MASS. 
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WANTED TO PURCHASE 








SHOE STORE 
CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
3154 4th St., CINCINNATI, OHIO 














‘WANTED TO PURCHASE 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. 

Quantity no object. 

For 30 years our specialty. 

Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 











The NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway, 
New York City, N. Y. 


Slow Sellers 
Surplus Stocks 


Entire Stocks 


FOR 
CASH 


WILL 
BUY 





DO YOU CONTEMPLATE 


Retiring or going out of business? 
[ will pay value for your entire or surplus 
stock of shoes. 

Leases having a short term to run taken 
over. Established 25 years. 


I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 








Highest Cash Prices Paid 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no ob- 
ject. Retail or ‘wholesale. Short term leases 


taken off your banée. Wire or phone us. 
Corr fidential Established 


1890. 
GLAUBERG & CO. 

296 Church St., New York, N. Y. 

We also purchase clothing, hats, furnishing 

goods, etc. Phone Canal 411% 





v 








Cash Buyers 


Will handle 
Business transactions 
Address C498, care 
207 


Of general lines of footwear. 
stocks of any size. 
strictly confidential. 
Root and Shoe Recorder Publishing Co., 
South St., Boston, Mass. 








ATTENTION OF 
Shoe Manufacturers and Jobbers 


We are soliciting consignments of general 
lines of footwear, and will also make liberal 
cash advances if necessa uf 
CANTOR & WOLPERT, INC., 
—Auctioneers— 
653-655 Atlantic Ave. Boston, Mass. 








Opposite South Station 





- . 
Display Fixtures 
We Make a Specialty 
of Shoe Fixtures 
Glass Fixtures 
Ask for catalog ‘‘G.F.’’ 
Period Wood Fixtures 
Ask for catalog ‘‘L’’ 
Window Valances 
A big stock for a delivery. 
Ask for samples. 
Window Rug " 
big line. Samples of TEeatentate and 
illustrations in colors sent. 
Decorating Plush 
Ask for samples. 


The Hecht Fixture Co. 


Medinah Bldg Chicago 
Wells St. "20 Jackson Blvd. 
NEW YORK SHOW ROOM 
6-67 E. 12th. Bet. Broadway & 4th Ave. 





HELP WANTED 


ANTED—Manager for Men’s shoe de- 
partment in Middle West in Clothing 
store, one of a chain of shoe departments, 
operated by prominent shoe manufac- 
turers. A splendid opportunity for an ex- 
perienced man. Reply stating experience 
and enclosing references. Address C-587, 
care Boot & Shoe Recorder, South 
St., Boston, Mas. 
W: ANTE Rises Assistant | 
quality retail shoe store. 
ment rapid to proper party. 
present salary in application. 
Greensburg, Pa. 





207 


Royer’s 
Advance- 
Give age, 
Box 158, 


Manager, 





FOR LEASE 








ST. LOUIS SALES OFFICE 
D 


STORE FOR LEASE 


In new building center of St. 
Louis’ big wholesale district, OP- 
POSITE BROWN SHOE COM- 
PANY. Space comprises approxi- 
mately 2000 square feet on main 
floor, with as much or more base- 
ment space. Ideal location’ for 
high-grade concern desiring St. 
Louis wholesale headquarters. 
The central jobbing market for the 
entire Mississippi Valley. Wire or 
write owner for particulars. 
SEVENTEENTH STREET REAL- 
TY COMPANY, 307 Advertising 
Building, St. Louis, Mo. 














T° LET—Light roomy offices and sample 

rooms. Preferably to shoe men. 
MARTINE, 148 Duane St., corner West 
Broadway, New York. 





Job Lots of Shoes and Leather 


Are Sold Through the 
Recorder Want Ad Page = 


7 CENTS A WORD 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway New York City 
Phone Seving 5160-5161-5162 








We Buy for Cash 


Manufacturers’, Jobbers' 
Retailers’ Surplus tne. 
Close outs. 

NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retailers or manufacturers. 
Send us particulars of what you 
have for sale. 

Short Term Leases Taken. 

We Pay Highest Cash Value. 


VAN PRAAG & CO. 
es yer 


Semen Ganet ener ones 


and 
Jobs, 





FOR RENT 





To RENT—Space for women’s and 

children’s shoe department. Store of 
Middle West doing a million dollar busi- 
ness, will lease first floor space to reliable 
firm or individual. Old established con- 
cern; sells quality merchandise; has fine 
modern building; prosperous city of thirty 
thousand; steady pay roll; people well 
employed. For particulars write MR. 
WOOD. care of Ackemann Brothers, 
Elgin, Illinois. 








SHOE DEPTS. FOR RENT 
Specialty Clothing Stores willing 
to sublet men’s shoe departments 
to live wire shoe concern. Stores 
thruout Middle West. Address 
C-591, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 














(Continued from page 97) 


finishes in colors continue in fairly 
strong demand about on an equality 
with. the calf leather market. There 
is still a very wide range in price from 
90c. and $1 per foot for fancy grades 
down to very low prices, according to 
the quality of leather wanted. 


Patent Leather 


There is some improvement in the 
call for patent leather, prices rang- 
ing from 35c. to 45c. per foot. There 
is a likelihood of the use of consider- 
ably more patent leather during the 
sumr er and fall. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED —Four cents per word for each 
Minimum amount accepted, seventy-five 
For other “Want” advertisements, seven cents 
r word for.each insertion. 
Ads_under this heading will be received up 

Friday of week preceding publication date. 





“Recorder” rates for space less than one-eighth Pitnse aay 
page per issue: cents. 
Space 1 time 7 times 13times 26times 52 times 1.25. 
1 in... $5.00 $4.00 $3.50 $3.00 $2.50 Wien on 
2 in... 10.00 8.00 7.00 6.00 5.00 aaa Gan uation 
8 in... 15.00 12.00 10.50 9.00 7.60 
4 in... 20.00 16.00 14.00 12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


When advertisers desire answers to come in care of this 
office, twelve words must be allowed in each advertise- 


warded direct to their address, each word of the address 
must be counted in the advertisement and paid for accord- 
ingly. Answers to ads must be sent under letter postage. 





Minimum amount accepted, 


When advertisers desire replies for- 











SALESMEN WANTED 





SALESMEN WANTED 





SALESMEN WANTED 





WANTED—Salesmen to sell a good line 
of mercerized shoe laces to retail 
State terri- 


trade on commission basis. 
O. Box 1296, 


tory covered. Address P. 
Providence, R. I. 


WANTED—Live commission salesmen to 
sell a line of thirty styles in Stock 
women’s well-known Comfort Shoes, 
Eastern Massachusetts, New Hampshire, 
and Vermont. Only men with established 
trade, at least two years experience on 
their respective territories, need apply, 
5% commission paid, tenth each following 
month. Give references in first letter to 
receive attention. Address C-588, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


SALESMAN WANTED—The completion 
of a new additional factory allowing 
greater production, makes room in our 
organization for some good salesmen in 
Eastern territory, and one good man for 
the South, to handle Pied Piper Shoes for 
children and Dr. Sommer’s New Dawn 
Shoes for men and women. Many dis- 
tinct and unusual selling advantages. 
Salesmen must have established trade 
and _ successful record. MARATHON 
SHOE CO., Wausau, Wisconsin. 


ALESMAN—A _ factory line Growing 

Girls’, Misses’ and Children’s McKays. 
Strongest line made in Lynn, best leather, 
rock oak soles, guaranteed linings, built 
to a standard for service, appearance and 
wear. In stock. Repeat business guar- 
anteed. Advertising helps for the trade 
and salesman. Six samples. Liberal 
commissions. Want territory covered 
closely. Give full details with references 
and territory covered in first letter. Ad- 
dress C-589, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


WANTED—A sales-manager for felt and 
earpet slipper fatcory, must have 
acqua'ntance with trade; exceptional op- 
portunity for right man. Address C-593, 
care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 
















































SALESMEN WANTED: 


BY THE BEST-KNOWN GROW- 
ING GIRLS’ AND CHILDREN’S 
SPECIALTY SHOE HOUSE IN 
THE WEST. 


If you have an established trade and 
capable of shipping upwards of 
$100,000 in the following territories, 
we can use you. 


Southeast Missouri and Arkansas 
Mississippi and Louisiana 

South Texas 

Indiana and Ohio 

Tennessee and North Carolina 
Northern Missouri and Kansas 


DO NOT APPLY unless you have 
made the above territories and have 
a personal following in same. State 
your age, ther married or single, 
whom you represent, volume of busi- 
ness produced this season, and give 
references and all particulars in first 
letter. 
Samuels Shoe Company, 
St. Louis, Mo. 











SHOE SALESMAN to carry side line of 
high grade overgaiters. Various ter- 
ritories open. Commission basis. Ad- 
dress C-590, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


ALESMEN WANTED—Side line men 

handling non-conflicting lines to sell 
a high grade line of Infants’, child’s and 
Misses’ stitch down shoes. Shoes will be 
carried in stock. Liberal commission 
paid to A-1 men. All correspondence con- 
fidential. THE IDEAL SHOE MFG. Co., 
1115-4th Street, Milwaukee, Wis. 


WANTED—Large shoe manufacturer de- 
sires experienced representative in 
Northern West Virginia. Territory open 
has well established business. Splendid 
opportunity for experienced shoe sales- 
man. State age, experience and refer- 
ences. Address C-594, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 














SALESMEN WANTED 


by successful manufacturer who is 
introducing specialty shoe to the 
retall trade. 


Men should have established sales 


offices in the large distributing 
centers. 
Shoe is a_ corrective one, high 


grade in every way, but can be 
marketed to the merchant and by 
him at a reasonable price. 
Ww. M. L 
Boot & Shoe Recorder, 
207 South Street, 
Boston, Mass. 














ALESMEN—A manufacturer of work 
shoes and outing shoes has two popular 
numbers that are now selling in large 
volume to the retail trade. Want addi- 
tional salesmen to carry these numbers as 
a side line. Big profits and an unusual 
opportunity for the right men. Only 
capable men with satisfactory references 
will be considered. State territory 
covered. Address C-592, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 


WO SALESMEN WANTED—One to 
cover States of Iowa, Missouri, 
Nebraska and Wisconsin; another to cover 
New York State (outside of New York 
City) and part of Pennsylvania. Rochester 
made fine popular priced welts for misses 
and children; liberal commission; give 
particulars as to principal line and ter- 
ritory. ROCHESTER QUALITY SHOES, 
INC., Rochester, N. Y. 


HOE SALESMEN for Brockton manu- 
facturer’s in stock line of men’s shoes 
for States of New York, New Jersey, 
Pennsylvania, Delaware, Maryland, Vir- 
ginia, West Virginia also New York City 
and_ Brooklyn. State references and 
qualifications. Address K-446, care Boot 
3 = Recorder, 127 Duane St., New 
ork. 


SALESMEN WANTED—Three responsi- 
ble men who cover South, West and 
New England, to take as a side line 
one of the best men’s lines made in 
Brockton. It has a fine future for the 
right men. C. E. LYNCH SHOE Co., 
Brockton, Mass. 














WE HAVE the following territories open 
for salesmen, Washington, Oregou, 
Idaho, Montana, Wyoming, Nevada, Utah, 
Colorado, North Dakota, South Dakota, 
Nebraska, Kansas, Michigan, Minnesota, 
Western Qhio, Missouri, Western New 
York State, Illinois, to sell Lion Brand 
Shoes. Write or Wire HARSH CHAP- 
LINE SHOE’ COMPANY, Milwaukee, 
Wisconsin for territory. 


ALESMEN WANTED to sell complete 
line of Juvenile Footwear. Can be 
carried as side line. Must be hustler 
with large acquaintance who covers his 
territory very closely. Have several 
choice territories open which will produce 
a large volume. We issue catalogues 
and advertise the line very thoroughly. 
Have several salesmen now selling over 
2000 a week. If you are a live wire we 
want you and will pay highest commis- 
sions. Tell us all about yourself. Ad- 
dress C-597, care Boot & Shoe Recorder, 
189 West Madison St., Chicago, Ill. 


SHOE SALESMEN WANTED — Only 
those with established trade con- 
sidered. New England, New Jersey, New 
York State, as far as Albany, New York 
City and Brooklyn. Carry a complete 
line of Turns-McKays and Welts in In- 
fants’ children’s and growing girls’ and 
complete line of women’s welts and 
McKays. Highty numbers carried in 
stock at all times. Good opportunity 
for hustler. Address K-445, care Boot & 
Shoe Recorder, 127 Duane St., New York. 


SALESMEN WANTED with established 
trade for Illinois, Indiana, Wisconsin 
and Michigan to handle complete line 
Infants’, Children’s, Misses’, Turns, Welts 
and McKays in stock proposition. Old 
established house. No objections to non- 











conflicting _line. Strictly commission 
basis, no drawing account. Samples 
ready June ist. Reference. CHAS. S. 


EVELAND & CoO., 13 S. Wells St., Chi- 
eago, Til. 


POSITION WANTED 


NEW. YORK SHOE MAN, now perma- 
nently located at Boston, with experi- 
ence in Latin Ameriea; seeks engagement 
with prominent New England shoe or 
leather house. Will make good in any 
capacity, and would not mind nominal 
position with moderate salary _ until 
“normalcy’’ returns. If you can use a 
clean cut character of good appearance 
and pleasing personality, kindly com- 
municate with C-568. care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 


SHOP SALESMAN of good address and 

pleasant disposition, with retail and 
wholesale experience, desires an oppor- 
tunity in either field. Address C-571. 
care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 


BUYER & MANAGER wants to make a 

change — now doing $300,000 — knows 
the shoe game thoroughly. Best refer- 
ences. Prefer West or Pacific Coast. 
Address C-582, care Boot & Shoe Re- 
corder, 207 South St., Boston. Mass. 




















WANTED a position as Shoe Salesman. 

Have had seventeen vears’ experience 
in the shoe business. Can take charze 
of shoe stock and show good results. 
have been both buyer and seller, and 
can furnish A-1 reference. KARL VON 
TERACH, Creighton, Neb. 
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RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” but “right”; sold for me 
right purpose, to the right wearer, in the ri oe ss er the 
is the great problem of * the retail shoe merc e 

” is to help solve it; for this is 


t price, at the 
hief purpose of “The Boot and Shoe Re- 
the basic. ee ‘ on which depends the pro 
tire allied industries relating to shoes and leather; their production and distributio 


Annual Subscription in the United States, $5.00. 
No Subscription Accepted for Less Than One Year 
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Canadian, $6.00. 


right profit. 
oes of the en- 


Foreign, $10.00 








POSITION WANTED 


POSITION WANTED 





EXPERIENCED SHOE BUYER—Ener- 
getic, aggressive, resourceful, having 
thesough mail order and retail experience, 
desires conection with mail order, jobbing 
house or large retail department. Can 
furnish A-1 references as to character 
and ability. Thoroughly acquainted in 
the market. Address C-5793, care Boot & 
Se Recorder, 207 South Street, Boston, 
Mass. 


—, XPERIENCED YOUNG MAN wishes 
to connect with reliable shoe concern, 
working New England territory. Address 
MAURICE GROH, 344 Cedar Grove St., 
New Bedford, Mass. 








LINE WANTED 


SALESMAN OR SALES MANAGER— 
Opportunity for progressive children’s 
McKay or Stitchdown factory to 
acquire services of experienced repre- 
sentative of pleasing character for 
Eastern territory with headquarters at 
New York or Boston. Advertiser is well 
acquainted with jobbing, mail order and 
department store trade. Would consider 
giving full time or take non-conflicting 
lines of live, up-to-date concerns only. 
Available at once or on short notice. 
Address C-596, care Boot & Shoe Re- 
corder, 207 South Street, Boston, Mass. 





LINE WANTED 








of selling straight merchandise. 





ARE YOU A BIG SALESMAN? 


We know of an opening for the wholesale and big department store trade. 
The line is a well made Welt and McKay one of medium grade and requires 
a man first class in every way, one who will work hard and who is capable 


it is a big job and only a big man or one with big potentialities can fill it. 
Applications which must contain full 
references will be held in strict confidence. 
W. M. L. 
Boot & Shoe Recorder, 
207 South Street, 
Boston Mass. 


particulars of experience, age and 











WANTED line of Men’s and Boys’ Work 
Shoes and Medium Dress_ Shoes. 
Also Women’s McKays. South Alabama 
territory. J. F. LASETER, Clayton, 
Alabama. 





ISSES’, Children’s and Growing Girls’ 
lines wanted for Michigan and Ohio. 
Popular priced turns and welts or 
McKays. Only reliable lines that will 
be worthy of hard work and effort to 
establish a large business upon. Address 
C-595, care Boot & Shoe Recorder, 207 
South Street, Boston, Mass. 





FOR SALE 


FOR SALE—Oldest and only complete 
family shoe store in city, very best 
location, 5 to 10 years’ lease—stock 
$25,000.00, store has made money for 40 
years’—no old stock—wWill sell part or 
entire interest at right price, but must 
be relieved from active duties. G. R. 
— SHOE CO., Grand Rapids, 
ch. 





OR SALE—Shoe Store in fast growing 
city of 25,000 in Southwest. Big 
payroll and best climate in the country. 
Store has been run by present owner, who 
wishes to retire, for over 20 years. 
Capital required, from $15,000 to $18,000. 
Popular priced. Stock has never been 
turned less than 3 times a year. This 
is an exceptional chance for a live man 
to step into a well paying business. Ad- 
dress C-574, care Boot & Shoe Recorder, 
207 South Street, Boston, Mass. 





FOR SALE 


R SALE—Four shoe stores in Phila- 
~  delphia, most prominent locations do- 
ing a business of nearly a half million 
dollars annually. Owner of these stores 
has been in business twenty-five years’ 
and desires to retire. Address P-262, 
care Boot & Shoe Recorder, 1420 Widener 
Bldg., Phila., Pa. 








ae SALE—Modern shoe store complete 

every detail, yearly business 
$30, 000. 00, stock $12, 000.00. $9, 000. 00 bought 
new since Feb. 1st, rent $65.00 month. 
Central Michigan town of 7000. Splendid 
opportunity. ill sell at actual values. 
—— CoO., Grand Rapids, 

ch. 








ATTENTION SHOE CHAIN 
STORES! 
100% meee IN RICHMOND, 


VIRGINIA, 
Heart of the best retail shopping 
center. Near transfer .center. 
Richmond largest city in Virginia. 
Hard to locate in. Wire GORDON 
S., STRAUSE CO., 918/%2 E. MAIN 








No matter what policy you may vy 
in selling to the shoe trade, nevert 
you need the “BOOT AND SHOE 
CORDER” all the time. 











PUBLISHBD WBEKLY IN THK INTEREST 
OF THD RETAIL SHOD MHRCHANT BY THE 


BOOT AND SHOE RECORDER 
PUBLISHING CO, 
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CAPITAL $150,000 
OFFICERS OF THB OORPORATION 


ALTER SCOTT, 24 Vi 
ARTHUR D. ANDERSON, 
SWAIN, CARPENTER & NAY, Counsel 
101 Tremont St. 
ARTHUR D. ANDERSON, Biitor 
Cc. LOGAN 
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M. HANBY 
Associate Editors 
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SUBSORIPTION—The ne price 
Boot and po «gy oe BY $5.00 a 


Philippine Islands and Mexico. Th 
4 Canada is $6.00 a year, ineluding 


FORWIGN SUBSCRIPTION—The 


gn 
a year, including pos 
a are ite in advance. 
ADVERTISING RATHS—Card of A 
Rates furnished on ——_, For _ rates 
for Wants, for Sales, ete., see Want Page. 





OFFICERS IN 

BOSTON OFFICE: 207 South Street. 
Editorial and Subscription Corres- 
pondence should be addressed to 
the Boston Office. 

= a OFFICE: 224 Moraine .. 
W. R Hill, aggre Telephone 50' 

CHICAGO OFFICE: West ronal 8t. 
Telephone Main 1089. *. Cc. Bowen, Man- 
ager. 

ST. LOUIS OFFIOCB: 1627 Locust St. B. C. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane 8t. H. Walter Scott, Man- 
ager. Telephone 2425 Cana 

PHILADELPHIA OFFICE: ll 1420, Widener 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Oommerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICB: 810 Second National 
Bank Bldg. H. M, Bowen, Manager. Tele- 
phone Canal 4426. 

ROCHBSTER OFFICE: 609 Powers Bldg. 
Rossiter L. Seward, Western New York 
Representative. Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKED OFFICE: B. C. Bowen, Man- 
ager. 

WASHINGTON OFFICD: William L. Daley, 
816 Fifteenth Street, 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

LONDON OFFIOB: John C. ate Man- 
ager, 11 Haymarket, London, 8. W. 1, England. 

AUSTRALIAN OFFICE: 430 Lit. Bo 8t., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Sals- 
man, Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 88 Rua 
General Camara, 88 Sob. 

CHILD: Santiago, Las Rosas 1128-1127. Otto 
Fuhrimann, Gerente. 

om: Mr. H. Gomez, Corrales, 2A, Havana, 


Geo. 


SPAIN: Gerente, 


Leoncio de Miguel, . 
Librero Editor, 20 Fuencarral, Madrid. 
MEXICO: Gerente, Jose sg Ave. & De 


Mayo 27, Mexico, D. F. 
JAPANDSH OFFICB: 
Wagen, Manager. 


Yokohama. J. F. 
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Eaton, Chas. A., Co., Brockton, Mass 63 
Elam, F. S. Shoe Co., Rochester, N. Y 73 


Felstiner-O’Connell Shoe Co., Inc., Haver- 


hill, Mass. . . . 69 
Fern & Poor Co., Ses. os Mewbudsnert, Mass. 69 
Fern Shoe Co., The, Newburyport, Mass 69 
Fox, Inc., Chas. K., Haverhill, Mass 1 
Freeland, H. H., Rochester, N. Y . 
French, Shriner & Urner Co., Boston 78 


Goodger-Milow Shoe Co., Inc., Rochester, 


Se pee 77 
Gocdger, W. C. Rochester, N. Y 73 
Hammond Shoe Co, Haverhill, Mass 70 
Hannahsons Shoe Co., Haverhill, Mass 107 
Harney-Tracy-Crehan Co., Lynn, Mass 104 


Harrisburg Shoe Mfg. Co., Harrisburg, Pa. 2 
Harrison-Lockwood Co., Haverhill, Mass.69-107 


Imperial Shoe Co., Rochester, N. Y sae 


Jacques & Clement Co., Haverhill, Mass... 104 
Johnson Bros. Shoe Co., Hallowell, Me...... 105 
Johnston & Murphy, New York City 71 


Keith, Preston B., Shoe -Co., Brockton, 
Mass. nee « e 
Krohn-Fechheimer Co., Cincinnsti, “Ohio. .. 6-7 


La Crosse Boot and Shoe Mfg. Co., La 


Crosse, Wis. .... 72 
Lilly, Henry, New York City 70 
Lindner Shoe Co., Carlisle, Pa 19 
Lunn, John D., Shoe Co., Monmouth, Me. 68 
Lynch Shoe Co., Lynn, Mass................ ; . 69 
Maid-Rite Felt Slipper Co., Brooklyn, N.Y. 69 
Marshall, C. S., Co., Brockton, Mass............. 27 
Marston & Tapley Co., Danvers, Mass.......... 72 
Martin, A. H., Co., Rochester, N. Y............. 73 
Nathan-Morphy Shoe Co., Lewiston, Me... 102 
Nettleton, A. E., Syracuse, N. Y................... 71 
Newcomb-Anderson Shoe Co., Rochester... 73 
Nu Baby Shoe Co., E. Lynn, Mass................ 73 


Olenick, I., New York City.......................06 109 





Packard, M. A., Co., Brockton, Mass....... 64-71 
Pennington-Crowell Shoe Co., Manchester, 





N. H. . pS he 88 
Phillips-Cram Ou. Haverhill, ay - 
Pinsker, J., New York City................. chaste Fae 
Ramsey, E. J., Co., Brooklyn, N. Y.... . 20 
Reece Shoe Co. ......... cinladincdesoleeutitdastsineinan- <a 
Regal Shoe Co., Besten.. ‘ See 
Rice & Hutchins, Inc., Boston...........000....... 32 
Riemer, A. H., Co., Milwaukee, Wis............ 72 
Riley Shoe Mfg. Co., Columbus, Ohio. - 56 
Salem Shoe Co., Salem, N. H.................... 68 
Sargent, Donn D., Salem Mass.............. . 16 
Silver Shoe Co., Haverhill, Mass... . 68 
Smith, Wm. Sumner, Chicago..... vow: 
Stacy-Adams Co., Brockton, Mass................ 71 
Stanworth Shoemakers, Marion, Ind... 4 
Stetson Shoe Co., So. Weymouth, Mass... 72 


Stonefield & Evans Shoe Co., Chicago, iil. 100 
Strohbeck, Chas. W., Inc., Brooklyn, N. Y. 70 


Tessier & Bowdoin, Haverhill, Mass....... 70 
Thompson Bros. Shoe Co., Brockton, Mass.25-71 
Thomson-Crooker Shoe Co., Boston — 
Turner, J. S. Mfg. Co., Lowell, Mass 104 


United States Rubber Co., New York City. 92 


Weber Bros. Shoe Co., No. Adams, Mass 26 
Westcott- Whitmore Co., Syracuse, N. Y.... 68 


Whitman & Keith, Brockton, Mass 71 
Witherell,, E. A. & M. C., Co., Haverhill, 
Mass. .... ‘ mnnasgiaccttbrtiads 69 
Cooperative Shoe Co., Brockton, Mass............ 79 
Cooperative Shoe Co., Cincinnati, Ohio... 56 


Dolgeville Felt Shoe Co., Dolgeville, N. Y 55 


Eliott Shoe Co., Boston...................... .... 106 
Field & Flint Co., Brockton, Mass............ 108 
Ford, C. P. & Co., Rochester, N. Y.............. 102 
Golo Slipper Co., New York City.. ...62-102 
Gustim, M., New York City.......... .....-.68-72 
Hagerstown Shoe & Legging Co., Hagers- 
NG IED deca rck tlncinseqsAinsinakseansoneanenes eonniede: aD 


Hallahan & Sens, Inc., Philadelphia, Pa.... 8-9 
Harding Shoe Co., Inc., Haverhill,-Mass...... 70 
Holmes, W. T., & Co., Philadelphia, Pa....12-66 





Howard & Foster Co., Brockton, Mass.... 70 
Joy, Clark & Nier Co., Rochester, N. Y...... 60 
Malkins, H., Sons, New York City.............. 100 
Mayer, F., Boot and Shoe Co., Milwaukee, 
Wis. . ; ...10-11 


Menihan Compeny, The, ‘Bechester, N. Y.. 99 
Novelty Shoe Co., Chicago, IIl............... Lauduasidl 
Vogel-Miller Co., Brooklyn, N. Y 
Weyenberg Shoe Mfg. Co., Milwaukee, 
_ Qe secant saeceatitanseosiihebadadcae aaa 





LEATHER AND OTHER MATERIALS 


Basnet, 3. G., Bes, Bastee.....i............208.1° 
Beggs & Cobb, Inc., Boston........................... 74 
Chamberlain, B. F., Boston.............................. 74 
Creese & Cook Co., Boston... istsnidssidacaenen 
Gallun, A. F., & Sons, Milwaukee, Wis... 65 
Green & Hickey Leather Co., Boston.......... 21 
Jones Co., F. E., Boston.................... soneesaueeton 74 
Kistler, Lesh Leather Co., Boston................ 104 





Lawrence, A. C. Leather Co., Boston........ 96 
Levor, G., & Co., Inc., Gloversville, N. Y.... 28 


Standard Kid Co., The, Boston...... iene 









American Oak Leather Co., Cincinnati, O. 81 


Beebe, Lucius, Co., Boston.......... cdecdicns, Oe 
Tanners Cut Sole Co., Boston........................ 104 
Taber-Wheeler Leather Co., Boston................ 52 
U. S. Leather Co., New York City... 18 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Brockton Rand Co., Brockton, Mass.............. 17 
Ne eee 62 
Griffin Mfg. Co., Inc., New York City.......... 52 
Lagomarsino, P. J., & Co., Phila., Pa... 76 


Meyer, J. C., Thread Co., Lowell, Mass... 74 
United Fast Color Eyelet Co, Boston.3d Cover 
United Shoe Machinery Corp., Boston.....58-64 
Wiechman Pattern Co., Cincinnati, Ohio 76 


FINDINGS AND SHOE STORE SUPPLIES 


Browning, C. A., Co., Boston............ seis, 
Coultas Co., D. W..,. Providence, R. I... 76 
Daynite Furniture Co., St. Louis, ie. ee 77 
Doty & Scrimgeour Sales Co., New York 
BE astoincngntiita asiiereciniaiabcdens, ae 
Elastic Tip Queer. ‘aeten. petblnasiniccn 77 
Ellis, W. E., Co., Haverhill, Mass............... 77 
Emery & Beers Co., Inc., New York City. 31 
Federal Arch Lift & Mfg. Co., Boston...... 29 
Hano, Phillip, & Co., Holyoke, Mass........ . 100 
Hecht Fixture Co., Chicago, IIl................... 109 
Kahn, Edw. E., Co., Brooklyn, N. Y............. 76 
Laing, Harrar & Chamberlin, Philadelphia 62 
Martine, M. B., Co., New York City............ 76 
Netschert, Frank, New York City................ . 106 
North & Judd Mfg. Co., New Britain, Conn. 26 
Onken, Oscar, Co., Cincinnati, Ohio........... 109 
Parisian Beading Works Co., Philadelphia 74 
Scholl Mfg. Co., Chicago, IIl........................90-91 





Silverite Co, The, Boston...... eine ae 
Tweedie Boot Top Co., St. lenin, Bee 2d Cover 
Vanity Novelty Works, The, Brooklyn, 








N. Y. a ae 
Whitcher, Frank w., cu Besten... — 
MISCELLANEOUS 
Atlantic Printing Co., Boston....................... 75 

Brooklyn Purchasing Syndicate, Brooklyn, 
eh Ud, diiciaieashiianstiereiteleapmtennncesininiceaedietinn ~s 6D 
Cantor & Wolpert Co., Boston... atiiecanes Wee 
Chicago National Shoe Bapecition ae ee 
D’Avesne Translation Bureau, Boston.... 104 
Glauberg & Co., New York City.................... 109 
Hooper Printing Co., Boston ssaaceaiey ae 
Hotel Essex, Boston................................--.--- 100 
Kalter Cerf. Merce. Co., Max., New York 
EE: cestpenicinecn 109 
National Shoe and ‘Leather “Expesition ‘and 
Style Show, Boston ............. . 80 
New York Export Purchasing Cenpevetia on, 
New York City Sisco a 
Philadelphia Footwear Exhibit... 13 





Retail Shoe Salesmen’s Institute, ‘Destes... 23 
Root, Co., F. 8., Boston... ice 
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University Electrotype Foundry, 
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Van Praag Co., New York City. 
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White Turn 
Low Cuts 


at 


Low Prices 


Made in a factory 

where pride of | intr "iwotyece Oe | 

at * FE : 

product is tradi- “Sizes 246 to | 

ck & Bm | 

° rice... 2+... 82.00 | 
tional — where ex- 


pert selection of 
materials and 
rigidly supervised 
shoemaking make 


for value results. | | 
| RS824—Levor’s| 
| White Kid Oxford, 
Turned, Full Louis 
Heel. Sizes 2% to 


+. | eae” “= ‘$2.50 
rere 
Carried edalk me in 
. 


White Royal Cloth. 
| Price .........$24 


in | 


Stock 





We can fill orders | | 
NOW, but advise | | 


| R1915—White Royal 
| Cloth Pump, Turned, 


you to place yours __| Fi! Louls Heat.” Sizes | 
| Price ....+.... 82.00 | 


early as these | | 
values are so evi tt—ts 
dently unusual 
that they will un- 
doubtedly sell out 


early. 


PARKER HOLMES & COMPANY 


BOSTON “The House That Helps” MASS. 





Parker Hol &C 








Please send me— 








Vol. 79, No. 12. Published every week by the Boot and Shoe Recorder Publishing Company, 239 West 39th Street, New 
York, N. Y. Entered as second class matter April 23, 1921, at the Post Office at New York, N. Y., under the Act of 


Congress of March 3, 1879. Subscription price $5.00 a year. 
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WHAT THE FIFTH SEMI-ANNUAL 


CHICAGO NATIONAL 


SHOE 
EXPOSITION 


Za To be Held July 5th 
J to 8th at Hotel 
Sherman 


MEANS TO 
THE SHOE 
MERCHANT 





ay NIN 


Will have an opportunity to examine over 200 


You- lines of shoes and accessories. 





¥, Will have a chance to compare styles and 
ou- prices of varied lines from all of the markets 
of the country—all under one roof. 


Will be able to select your needs for imme- 


You- diate use, to be shipped from stock, as well as 
buy merchandise for the coming season. 


You- Will be repaid many times the cost of the trip. 





BY ALL MEANS ARRANGE TO BE IN 
CHICAGO FROM JULY 5TH TO 8TH. 


HELD UNDER AUSPICES OF THE SHOE 
TRAVELERS’ ASSOCIATION OF 
CHICAGO, 35 S. DEARBORN ST. 
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For the Summer Vacation 


The girl who goes in for 
golf, tennis, rowing, tramp- 
ing and mountain climbing 
-will want 


7. 


\w = 

6G 99 ina 
4 Nn 

. Orri 


\ 
Las 


ZG 


for Sports wear 


We have a few desirable numbers for 
Immediate Delivery 


Emery 6 Beers Company, inc. 
Broadway at 24th St., New York 
Dept. P 





ON ETRE AO 
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“Town Talk 


Te Lapl Word in ProgueP 





A NEW 


OGDEN Geation 


MADE OF MAHOGANY CALF 





What makes it possible to offer dealers a 
line of reduced investment, quick turnover and 
good profit? Standardization in material, in 
manufacture and in merchandising. There is 
no line you can handle presenting sales pos- 


sibilities superior to the OGDEN. 


Fha ahoe with 
Jo0o0 A”nriles Saweiee 


TRADE MARK 









Dealers! Stimulate your summer business with 
“Town Talk’ Mahogany Calf Brogues, and satisfy the 
present dictates of fashion. 






Dealers who are not at present handling OGDENS 
will find in “Town Talk’’ Brogues a splendid oppor- 
tunity to test out the quick sales possibilities so char- 


acteristic of the OGDEN line. 










err 5 


All widths and sizes 





Write or wire your order today 


OGDEN SHOE COMPANY 
MILWAUKEE WISCONSIN 
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BROGUE 
OXFORDS 


for Fall 


Of Fine Black or Brown Calf 
Made In Our Own Tannery 














Large orders already booked for Fall 


Th show that brogue oxfords will again be 
bean - a. in strong demand. 
ston arke 
Wholesalers who are alive to the values 


Be sure to call and in- we are giving should place their orders 


spect our complete eitheut delay 
line of novelties and -- 


staples for Fall. _ 
We can show you Remember this is the 


some interesting line that is always 


profit making possi- sold up early. 
bilities if you call at 
Ou Owing to the fact that we make our 

r Boston Salesrooms own leather, we are able to give you 


207 considerably better quality than most 


ESSEX ST manufacturers use in medium priced 
* 


shoes. 


GLOBE SHOE CO. 


Women’s Welt and 
McKay Shoes 


Factory: Chelsea, Massachusetts 
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iy, YE OLDE TYME COMFORT 
PRICES! 


No. 16 


a $2.17% 
WE $2.45 
Don’t 


i? Strap Sandal, 
3%4-8; > va 


Promise ...... pa SS 
Prices 


No. 36 


6 Oxford, Stock Tip, 
Rubber Heel, C, D, 
B and EPR 2%-9. 


No. 8336 (Made to 
Order Only) $2.35. 


Plain Toe Oxford, 
Steel Arch Support, 
B and C, 3-8; D and i 
B, 2%-8. No. 93 


No. 9 Same Shoe 
Blucher $3.00 
W i No. 291 





Seamless, Steel Arch 

Support, Rubber Heel, 

C, 3-9; D and E 
2%-9. 


Same Shoe Other 


“‘Wide Ankle’ Stock 
Tip, Steel Arch Sup- No. $3 
port, EEE 3-10. Order Only) ...$2.85 


LUNN & SWEET COMPANY 


Auburn, Maine 
ALL SHOES GENUINE BLACK GLAZED KID 
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YE OLDE TYME COMFORT I 
PRICES! 


Best for the Money No. 302 


Best for the Money _ no. 3:11 Prices 
or 
_ Promises 


$2.174_ A 


—_ Toe Polish, 
r » ©, 


oO. or 
the Mon ney). $2.75 


LUNN & SWEET COMPANY 


Auburn, Maine 
ALL SHOES GENUINE BLACK GLAZED KID 
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| DYoy alg oan 6 k= Dloblora ab 
White Leathey. 
Select a White Leather 
That's Right. 
Specify The Whitest White-LEVORS. 


G. LEVOR & CO,, Inc. 


TANNERS OF CABRETTAS 
NEW YORK CLOVERSVILLE,N.Y. 
BOSTON MILWAUKEE ST. LOUIS 


June 11, 1921 
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‘Decidedly Thompson” 


LADIES’ TAILOR MADE OXFORDS 


IN STOCK 





8-660 S-644 
Code Word, Term Code Word, Trim 


Ladies’ Gun Metal Medium Brown Russia 
Wing Tip and Heel Calf. Wing Tip and 
" Foxed Oxford. 12/8 Heel Foxed Oxford. 
a oe Heel. Princess Last. 12/8 Heel. Vogue Last. 


Price, $6.50 Price, $6.50 





8-642 
Code Word, Mie 


S-662 


Code Word, Spud 
Medium Shade Russia 


Calf Ladies’ Oxford. Nut Brown Russia Calf 


xford. 08 
Ball Strap Pattern. Canes, See hap ant 
Buckle Oxford. 12/8 
9/8 Heel. Wellsley 
a Heel. Vogue Last. 


Price, $6.50 Price, $6.50 





SAMPLES ON REQUEST 


Send for Stock Style Catalogue. Seventeen 
Men’s and Women’s Models illustrated 


‘[ROMPSON BROS .SHOE (0 


FINE SHOEMAKERS “ 


BROCKTON 
MASS. 
U.S-A 


NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn Street 


Address all communications to Brockton (Campello), Mass 

















BOOT AND SHOE RECORDER June 11, 1921 


"A, 99 


“AS USED BY AMERICAS aaanei 


The NATURAL color of Shrewsbury 
BARK TANNAGE shows through the per- 


forations. 


Made by 


M. A. PACKARD CO. 
BROCKTON, MASS. 


A Strap Oxford, to the Pattern of 
Which Shrewsbury Grain Scotch Lends 
Itself Attractively. 


Other Distinctive Shoe Styles Will Be Shown from Week to Week 


Established 1782 


TT cy Sg 


'GREEN HICK EY LEATHER CO 
' S%aple athersWhich Qre Unequalled 
| 15 COLUMBIA STREET, BOSTON 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 
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ITH the rapid growth of our busi- 
ness has come the necessity for 
larger and better quarters. 


On July first we will move into the above 
daylight factory where we will continue 
the manufacture of women’s turns on a 
larger scale than ever before. 


This move is significant to us and those of 
the shoe trade who already know how we 
are striving to keep apace with the demand 
for our shoes. 


TESSIER & BOWDOIN 


Haverhill, Mass. 
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Buying Advantages of the 
Biggest Stores Now Given to 
Shoe Merchants Everywhere 


Frequent additions of timely styles made pos- 
sible through the new “All Year Selling Plan” 


In one respect, the biggest shoe retailers in the style cen- 
ters have long had an advantage that secured and held 
style leadership for their stores. 


They’ve been able to get the new styles for women—to 
show and sell the novelties while those models were in the 


height of their vogue. 
Stimulating business with styles 


X 

iS} 

A 
2 


By frequent additions of new styles, these merchants 
have been creating a demand for shoes; they’ve been 
tempting women to buy. 


They have had this enviable advantage because other 
merchants, equally as keen and wide-awake, cannot leave 
their business to make frequent trips to the market. 


Now, however, any merchant can set the mode in his 
town! Now any store has a good chance to be the style 
leader of its own community! 


Getting the new styles—when they’re new 


The unquestioned power of style in stimulating business 
can be yours. You can get the shoes your customers 
want—while those shoes are still in the height of their 
popularity. 





Under The Krohn-Fechheimer Company’s new All Year 
Selling Plan, Red Cross Shoe salesmen cover their terri- 
tories, not twice a year, as is the general custom of manu- 
facturers’ salesmen, but they call frequently. 








i. a a me | le 


7O\- Ut 00 at 80 0 8 0 0 8 FC F303 0303030030000 or 








June 11, 1921 


BOOT AND SHOE RECORDER. 


ve 
w 


Ny 





YE 0a 00 0090000039030 00 00 oto \ 


Benefits to retailers of 
Frequent trips by Red Cross Shoe salesmen 


On every trip they offer the latest styles in women’s 
footwear to date. They show, much quicker than here- 
tofore possible, the developments in the mode, novelties 
whose vogue is assured for the immediate season’s 


selling. 


Instead of having to gamble on styles and quantities six 
months ahead, merchants who handle the Red Cross 
Shoe are able to buy intelligently, without guesswork; 
to buy often (thereby cutting down their investment) ; 
to keep their stock “sweetened up” with frequent addi- 
tions of fresh, fast-selling models. And this is the secret 
of quick turn-over, the one way to stimulate profitable 
all-the-year-round retail selling. 


An unparalleled opportunity in your town 


The nationally known Red Cross Shoe plus the advan- 
tages of this All Year Selling Plan, merely touched upon 
here, offers to some merchant in your town an unparal- 
leled opportunity right now. An opportunity to con- 
centrate on one line of shoes in this popular grade, to 
offer in a good range of prices the most wanted styles at 
all times. You may be that merchant. 


If you’re interested; if you want to know more about our 
modern Selling Plan, write us today. Or, better still, 
ask to see one of our salesmen who will soon be in your 
territory with samples of the latest approved styles for 
your selling two or three months hence. No obligation 


on your part. 


The Krohn-Fechheimer Company 


933 Dandridge St., Cincinnati, Ohio 


The Sixth of a Series of Advertisements on the “All Year Selling 
Plan” to Appear in This Publication 


Watch for the Seventh Installment Next Week 


“* Bends with your foot” 
Trade Mark 
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SEA GULL GREY 
3 


o. 
MIDNIGHT BLUE 
o. 14 
BELGIAN BLUE 
No. 21 
MAPLE BROWN 
No. 12 


BOOZIE BLUE 
No. 38 
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Nothing can help more to give your 
customers a quality impression of 
your shoes than to have them made 


of Scherer’s Flower City Kid. 


In future selling much will depend 
on first impressions. Make your 
customers enthusiastic at the start 
by giving them Scherer’s Kid in your 
shoes. 


Oscar Scherer & Bro., nc. 


29 SPRUCE STREET, N. Y. 
FACTORY, NEWARK, N. J. 


Originators of and Leaders in Fancy Colored Kid 
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HAVANA BROWN 
No. 10 

LIGHT BROWN 
No. 8 

BEAUTY BROWN 
No. 


CHAMPAGNE 
No. 18 


TERRA COTTA 


No. 


BRONZE No. 34 














WINE No. 6 
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RUGGED 
BAL 


MEN’S—$2.25 BOYS’—$2.00 YOUTHS’—$1.75 


A sturdy, rugged shoe, as the name implies. Built to stand the 
wear and tear of strenuous boys. Jobbers ordering a few cases 
now will find convincing evidence of merit in the latest ““CAMCO” 


product. Carries our special Duplex Suction Sole. 


CAMBRIDGE RUBBER COMPANY 
CAMBRIDGE, MASSACHUSETTS 


MANUFACTURERS OF 
RUBBER FOOTWEAR CANVAS FOOTWEAR OUTING SHOES HEELS AND SOLES MOULDED GOODS RUBBER CLOTHING 


H 
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Christopher Columbus 


demonstrated that the world is round when he made his voyage to America. 


Until 


then it was generally and firmly believed to be flat. 
Which means—a large number of people (many of them highly intelligent) 


indulged in an incorrect theory for a long time. Doesn't it? 


Is it any less possible or more surprising 
that, up to this time, a large number of 
people should have failed to realize that 
in order to be satisfactory when used for 
lining shoes, cloths should possess special 
qualifications for that purpose? 


We do not pretend to impersonate Co- 
lumbus in the Shoe Lining Industry, but 
we can demonstrate that the application of 
a reasonable amount of common-sense to 
a strictly mechanical problem, and the use 
of perfectly logical methods in construct- 
ing cloths for this purpose, does result in 
an increased measure of usefulness. 


If usefulness counts for anything, any- 
where, it is on the inside of a shoe. 


As the most abused part of the most 
abused article in human use, the lining 
of a shoe certainly should be as durable as 
possible, consistent with the general value 
of the shoe itself. 


It is with a view to serving the Consumer 
better in this respect, and through him the 
Retailer, and Jobber, and Manufacturer, 
and Ourselves, that we call attention to a 
group of cloths which are superior for 
shoe-lining purposes, because they are 
constructed primarily, and in the right way, 
to be shoe-linings. 








DOU 
rr SHOE LINING if | 











“FITNESS TO PURPOSE” 
IS THE TRUEST GAUGE 
FOR MEASURING VALUE 


Correct Construction 
Produces 


Maximum Efficiency 


FOR LESS MONEY 


WIN-DRILL 


SHOE LINING 


FOR SHOE LININGS 
USE CLOTHS WHICH ARE 
MADE TO BE SHOE LININGS 


The expressions we use in connection with these linings are in no way extravagant or imaginary. 

It is interesting to note the immediate and universal recognition of their mechanical superiority by those shoe 
manufacturers who have taken the few moments necessary to consider the manner in which they are built, as 
contrasted with cloths which have long been accepted as being correct for this purpose. 


*“Doubletwill’” Lining—Best for Best Shoes 
“Wear Well’ Linings—Right for All Grades of Shoes 
“Twindrill” Lining—Perfect for Intermediate Shoes 


We can convince anyone who is open minded and who wants to sell efficient footwear, that our claims are 
founded upon facts, and that the use of these linings makes better shoe-values possible. 


DOUBLETWILL, WEAR WELL AND TWIN-DRILL LININGS ARE SOLD ONLY BY W. H. HOLBROOK CO. 
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Wonderful Shoes 


for 
Wonderful Girls 


isienne 


Model 


Par 
Johnson, Stephens & Shinkle 
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Manufacturers 


Shoe Company 


St. Louis 
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WEYENBERG SHOE 
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To Have New Distribution in the West 


| fe question of proximity has long been a barrier to both 
Milwaukee Shoe Manufacturers and Western Merchants who 
wanted Milwaukee Made Shoes, but could not get them with any 
legree of certainty as a result of inadequate railroad facilities. This 
lrawback has now been eliminated by the Weyenberg Shoe Mfg. 
2o. through the opening of a Branch in Portland, Oregon, and 
', hrough an arrangement with the Gunnerson Shoe Co., Los Angeles, 
_ lalifornia, as southwestern distributors. 


1 
| WEYENBERG SHOE MFG. CO. | 
’ MILWAUKEE, WIS. 
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msok NOVELTIES _mstocx 


Your maga Profit-Makers Are Here! 


23—Brown Satin Strap rey Cov. 
aL Louis Heel, Turn A-D $5.00 
340—Blk. Satin Beaded Strap-Vamp, 
Fl. Louis Heel, Turn....A-D $5.50 
341—Black Satin Beaded Strap-Vamp 
Jr., Fl. Louis Heel, Turn..A-D $5.50 
321—Black Satin Strap —- Coy. 
Full Louis Heel, Turn....A-D $5.00 
302—Black Satin Strap Ir. Ay Full 
Louis Heel, Turn -D $5.00 
138—Black ~—. F capag 1- Butt, Cov. 
Louis Heel, Tu D $4.00 
139—Black Pe Strap Junto Cov. 
Louis Heel, Turn D $4.00 
#228—Gray Suede Strap ‘mat, Cov. 
Style 323 Full Louis Heel, Turn....A-D $5.50 Style 328 
329—Gray Suede Strap Junior Coy. Full 
Louis Heel, Turn C-D $5.50 
332—Brown Suede Strap 1-Butt. Junior 
Full Louis Heel, Turn....D-D $550 
383—Beaver Suede Strap 2- Butt. Cov. 
Full Louis Heel A-D $5.50 
8325—Black Suede Strap 2-Butt., Cov. 
Full Louis Heel, Turn....A-D 85.50 
333—Black Suede Strap 1-Butt. Junior 
Full Louis Heel, Turn....A-D $5.50 
338—Black Kid Bead eae yy Cov. 
Full Louis Heel, Turn....A-D $5.50 
339—Black Kid Bead —, Jr. 
Full Lovis Heel, Turn....A-D $5.50 
3234—Black Kid Strap 1-Butt., Junior 
Coy. Fl. Louis Hl, Turn..A-D $5.00 
350—Black Kid Strap eee Full 
Louis Heel » $4.50 
Style 350 360—Black Kid Cut-out aren. L Style 325 
Military Heel A -( $4.00 
128S—Black Kid Strap 1-Butt., Leather 
Louis Heel B-C $2.85 
129—Black Kid Strap 1-Butt., Leather 
Military Heel B-C $2.85 
294—Dull Kid Girdle oo. . Ree 
Louis Heel, Turn >» $4.50 
365—Dull Kid Cut-out Strap, Leather 
Louis Heel A-D $4.00 
355—Dull Kid Strap 2-Butt., Leather 
Louis Heel A-D $4.00 
353—Dull Kid Strap 2-Butt., Leather 
Military Heel ...........A-D $4.00 
296—Patent Girdle Strap, Cel. Full 
Louis Heel, Turn.........A-D $4.50 
396—Patent Strap 1-Butt., Cel, Full 
Louis Heel, Turn A-D $4.00 
364—Patent Cut-out Strap ery Lea. 
Louis Heel -D $4.00 
361—Patent Cut-out Strap 2 a. Lea 
Style 211 Military Heel D $4.00 Style 289 
332—White Kid Cut-out ex % Cov. 
Full Louis Heel, Turn....A-D $5.50 
386—White Kid Cut-out Strap 2-Butt.. 
Coy. Full Louis Heel....C-D $5. 00 
292—White Kid Girdle one, o- Full 289—Tan Calf Oxford, Ball Strap, 
A-D 25 


= Kid, Colonial, AD Louis Heel, Turn. A > $5.00 ois Heel, Welt 
212—Same in Black Kid. 00 335—wWhite Kid Strap “unior Cor, Full hi g hog 4 
- Strap, Cuban Heel, Welt A-D. $4.50 
209—Same in Patent ‘A-D $4. Louis Heel, Turn D $5.50 251—“Light Tan Calf Oxford, Rall strap. 
A-D 


219—Same in Patent, 184—White Canvas Strap ra Cov. 
























































Buckle B-D . Full Loui 1, @T 2R7. eet 
315—Patent “Colonial | Beaded ee Saas + « Ae ee  paenae dpovape bait Sirane daw 


Buckle Full Louis Heel..A-D $ ) 197—White Canvas eae 1-Butt., Cov. 
316— Black Kid, Colonial , Full Louis Heel, Turn....B-D $2.75 
Louis Heel A-D 19S—wWhite Canvas Strap 1- r 
§ s Strap 1-Rutt., Cov. 
Sa Te | Kid.... $5.00 Military Heel, Turn B-D $2.75 130—Ligcht Tan Oxford, Bell gree: 
1 A-D #4.00 330—Tan Calf Strap a-Rett Cor, Full eel 
io “ba iaa: y Louis Heel, Turn ) $5.50 14g C ant Tas Oxford, Bail strap. 
in Patent -D 331—Tan Calf Strap Pn + Full 134—Lizht Tan St 
é ap, Ball St i - 
a A 00 Louis Heel, Turn A-D $5.50 tary Heel J. Strep M a 
. A 83.50 1R%4—Tan Side Strap and ao Strap. 
Leather Military Heel ....C-D 83.75 
































Send for Catalog of High and Low Shoes In Stock 


: THE BOARDMAN SHOE COMPANY 


| 564 ATLANTIC AVENUE BOSTON (9), MASS. 
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INSIST ON KENDEX 


T ELL the shoe salesman that you must have 

KENDEX INSOLES in all your shoes. Tell 
him that KENDEX increases the selling value of 
a shoe and therefore makes better satisfied cus- 
tomers. That is good merchandising. 


Our tests and the tests of many users of KENDEX 
have proved that KENDEX is a moisture-proof 
insole that will not crack, swell, shrink, nor 
bunch. It is pliable; conforms to the foot; elim- 
inates callouses; is fast color and will not soil a 
white stocking; is a non-conductor, keeping the 
foot cool in summer and warm in winter. 


SLIP INSOLES 


KENDEX Slip Insoles Insist on KENDEX. Ask the next salesman that 
are guaranteed. Order calls on you if his sample line is made up with 


le | ° 
They are packed one | KENDEX INSOLES. Insist on having KENDEX 


dozen assorted sizes in ‘ h 
a box. in your snoes. 





Kenworthy Brothers Company 
Stoughton , Mass. 


4/80 
Aenworthy Brothers . od Canada Lt, St.Johns, P. Q., 


| ,_ ea 
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Sample 1151—Brogue Last 


Gallun’s No. 4 Calf, Square Wing Tip Bal, 10 Iron 
Selected Oak Bottom, 6 Iron Solid Oak Innersole, 
Fine Twill Lining, Brass Eyelets, Wingfoot Heel. 












Prepare Today for Your 
Fall Requirements 

















Shoe Material Markets Are To- 
day So Stabilized That No Mis- 
take Can Be Made Through 
Again Joining Hands With Us. 





















Our new Fall Line of solid values—rightly priced is now being 
shown by our factory representatives. 


We have for the Volume Retail Operator a merchandising plan 
that offers shoes of Real Style—Real Quality of Workmanship— 
constructed from none other than the leading lines of upper and 
sole leather and Al materials,—at prices which very prof- 
itably place high grade calf and kid shoes on the feet of the shoe 


wearing public 


at Right Retail Prices $6.00 to $7.00 

























Wise Merchandisers Will Not Delay 
Their Fall Buying. We Were Obliged 
to Decline Much Easter Business Be- 
cause of Last Minute Ordering. 


MILFORD SHOE COMPANY 
MILFORD, MASS. 
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Class will Tell! 


Our salesmen have been 
on the road six weeks and 
we are now 


Sold up to Sept. 15 


to full capacity 
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Which Proves 


that wide-awake merchants 
recognize that our Styles and 
Prices are Right 


They Do Buy 
With Confidence 


A J.&K. Agency is a Sure 
Sign of Progress 


The SSULIAN & KOKENGE (, 


(GR) . 
(Manufacturers of NG Womens Fine Shoes 
R, i SK 


CINCINNATI, O. 
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The ‘amous 


Webher 


Shoe for en 


ETAILERS should be i 895—Wine Shell Cordovan, No. 
; 8 Lace Oxford, Frenchy Last, 


more careful than ever eh 3 ‘ ‘ 
in selecting their shoes for Square Wing Fip, Overweight 
f th ‘ddl | : z Sole, Square Toe Edge Trimmed, 
men o e middle class. ae Rae Wingfoot Rubber Heel. 


Weber Union Made Shoes 
have always been particularly 
directed at this most important 
class of men. 


Today at $5 to $9 at retail 
they offer the same unvarying 
value standards on which this 
line has always been built. 


New York Office, H. Harris, 
1328 Broadway, Marbridge Bidg. 














IN STOCK 
No. 73 


Men’s square toe, fancy per- 
forated oxford, of medium 
brown Russia calf. Widths 


A to D. 


PRICE $6.25 























* _High Grade Shoe 3) 








WHITMAN & KEITH CO. 


BROCKTON (CAMPELLO STA.), MASS., U. S. A. 
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CORRECT STYLES FOR 
IN STOCK 


Sample Pairs Gladly Submitted 
For Your Examination 


WELT 
White Canvas Patent Colt 
Trim No. 739—Price $4.25. 
14/8 Ivory Heel. B, 3-8; C, D, 
2%-7. 


TURN 


White Norfolk Kid No. 
1672—Price $5.25. 
Baby Louis Covered Heel, 4/8. 
B, 38-8; ©, D, 2%-7. 
No. 1671—As Above with Full 
Louis Heel. 


WELT 

White Canvas Patent Colt 

Piping No. 740 — Price 
$4.25 

14/8 Ivory Heel. B, 3-8; C, D, 
2%-7. 


TURN 
White Canvas No. 2003— 
Price $3.00. 
Louis Covered Heel. A. 4-8; B, 
3-8; C, D, 2%-7. 
No. 2006—As Above with Baby 
Louis Heel. 
No. 2004—As Above with Mili- 
tary Heel. 


TURN 
Black Kid No. 1694—Price 
$5.25. 
Full Louis Covered Heel. A, 4-8; 
B, 3-8; C, D 2%-7. 
No. 1674—As Above with Baby 
Louis Heel. 


THE WESTCOTT WHITMORE CO. 


SYRACUSE, N. Y. 


Specialists in Smart Footwear for Women 
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VAUGHANS IVORY 


THE SOLE THAT HAS MADE 
WHITE SHOES STAPLE 


MADE BY 
GEORGE C.VAUGHAN 
“Janneries 
PEABOD 
MASS. 


Chale no sare than tat did acle leather 5a: 























AUGHAN'S IVORY SOLE LEATHER 
tay will be shown to great advantage in the 
Tianna) array of white sport footwear displayed 

ay at the various style shows next month. 


Kae Mak Recised “The everlasting clean white edge of 
VAUGHAN’S IVORY has had the 
greatest influence in making white shoes popu- 

lar for all kinds of warm weather wear. 


VAUGHAN’S IVORY is distinctive looking, 
durable, light in weight, white clear through 
and 


Costs No More Than Other Good Sole Leather. 














GEORGE C. VAUGHAN 


TANNERIES AT 
PEABODY, MASSACHUSETTS 
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AAANAS 


No. 203—Kid One Strap San- 

No. 201—Kid Oxford, gray . 

quarter and sock lining, 12-8 dal, —— on agg toe, sae 

Cats-Paw rubber heel. A to E, vamp and quarter, gray quar- 

20 last. $3.25 se ane —. 12-8 Pay a 
er heel. B, C and D. E 

pd gay y sie » oe No. 304—Same style, in lower 


grade. C, D and E. $2.60 grade. C, D and B. $2.15 


No. 205—Kid Stock Tip Blu- 
cher Oxford, gray quarter and 
| sock lining, 12-8 Cat’s-Paw 

rubber heel. B to E. $3.25 


No. 202—Kid Two Strap San- 

dal, medium narrow toe, press 

vamp and quarter, gray quar- 

ter and sock lining, 12-8 rubber i. ’ No. 406—Same —. in lower 
heel. A, B, C and D. $2.85 grade. C, D and E. $2.60 
No. 272—Same . in lower 5 No. 402—Kid Stock Tip Ox- 
grade. C, D and $2.25 . i ford, 12-8 Cat’s-Paw rubber 


~ heel. A to E, 40 last. $3.25 
No. 461—Kid Juliet, common- 
sense toe, 7-8 rubber heel. 
D, E and EE, 462 last. $2.50 


No. 2011—Kid Stock Tip Ox- 
ford, gray leather quarter and SHIPMEN i ~ No. 4510—Kid Sandal, medium 
sock lining, 12-8 rubber heel. toe, no box, 9-8 rubber heel. 


EEE whens $3.25 E only. $2.00 



































ROM CHOICE, mellow kidskins, the uppers of Gardiner Quality Comforts 
are cut. Stock of dependable tannage is transformed into long-wearing, 
flexible soles. A few deft master-touches and footwear of worth is attained. 


Exactitude in fit and design is assured by Mr. Gardiney’s thirty-five years of spe- 
cialization in last manufacture. 











You may select from 26 styles—all In-Stock. Write for complete catalog includ- 
ing eleven high cuts. A trial order will be worth your while. 











Kindly direct communications to our factory in Lynn. 


H. K. GARDINER COMPANY 
680 WASHINGTON STREET, LYNN, MASS. 
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4 Just over thirty years ago VICI Fi 

t KID was originated by Robert st 

H. Foerderer. re 
Thirty years is a long time back th 

dh in any business history, and so . 

ih we are pardonably proud of the K 

4 fact that this house still remains 

| the sole maker of VICI 

| —and that the standards which Ri 

VICI raised have been main- 

\ tained. Phi 
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tE 1S ONLY ONE VICI KID: TI 
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In ordering VICI shoes you 
should bear these facts in mind, 
remembering also our assurance 
that we realize our responsibility 
as sole manufacturers of VICI 


KID. 











Robert H. Foerderer, Inc. 


Sole Producers of Vici Kid 
Philadelphia Pennsylvania 
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Watching the Sales Come In 


F you are selling women’s orthopedic foot- 
wear with the lines of style shoes you are 
getting the sales. Uncomely orthopedic shoes 
are a thing of the past and the women of your 
community know it. 
They also know that there is a stylish orthopedic shoe and 


that it’s the Modified Educator—and what’s more they are 
going to the dealer that has them. 


Want to get those lost salesP Want to take advantage of our 
national advertising? Want a stock of these quick selling 
shoes? Just drop us a line—we’ll tell you how. 


MODIFIES 


E DUCATO 
HOEGD 


REG'D 






Rice & Hutchins, Inc. 


10 High St., Boston, U. S. A. \ 





Endersed 
by the 
Y.W.C.A. 
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